HeNATIONAL UNDERWRITER. 


June 24, 1961 











9¢ a copy —The National Weekly Newspaper of Life and A&S Insurance— 

Ss lass ti hicago. 
$7.50 a Year Published weekly (.sith two asthe tates We Mameoeee OF 1TE We fackaon RWG, Change 4, Hitndle. 65th Year, No. 25 
ie ea ibs 











Responses to the questionnaire sent 
to its members by Assn. for Advanced 
Life Underwriting (formerly Assn. of 
Advanced Life Underwriters) indi- 
cate that while 35% of the respond- 
ents consider replacement a serious in- 
dustry problem, only 5% of them find 
ita serious problem to themselves. Only 
17% were undecided on. the latter 
point and 93.2% answered with a def- 
inite “no.” However 28% were unde- 
cided about replacement being a seri- 
ous industry problem, while 37% 
thought it was not serious. 

Asked “Is it a serious problem in 
your city?” 23% said yes, 38% said 
no, and 39% were undecided. The 
question, “Is it a serious problem to 
others in your agency?” brought 7% 
“yes” answers, 65% “no” and 28% 
undecided. 

Fifty-one percent of respondents 
had encountered replacement among 
their policyholders, 47% had not, and 
2% were undecided. As respects “or- 
phans” in the agency, 34% of the re- 
spondents had run into replacements, 
53% hadn’t and 13% were undecided. 

Asked who, in general, seemed to 
institute replacements, 49.2% of the 
respondents said a competing life 
agent, 30.2% a mutual fund or securi- 


Variable Annuity SEC 
‘Application’ Will Be 
Treated As ‘Complaint’ 


WASHINGTON—A spokesman for 
the Securities & Exchange Commis- 
sion has told THE NATIONAL UNDER- 
WRITER that there is no provision in the 
statutes for it to act on an “applica- 
tion” such as the one filed with the 
SEC by Variable Annuity Life. In its 
application, Variable Annuity Life re- 
quested an order declaring that use of 
the term “variable annuities” in the 
corporate title of United Variable An- 
nuities and United Variable Annuities 
Trust and in the designation of secur- 
ities that the trust proposes to offer 
are deceptive and misleading within 
the meaning of section 35(d) of the 
investment company act of 1940. 

However, the spokesman stated, if 
such an application is received, it will 
be treated as a complaint. SEC policy 
is not to disclose receipt of a complaint 
unless and until public action is taken 
by the commission on the complaint. 

Under these circumstances, the 
spokesman made no comment on Var- 
iable Annuity Life’s move, as it was 
reported in the June 10 issue of this 
paper. 

The SEC spokesman said that upon 
receipt of a complaint it considers and 
mMvestigates it. If the SEC regards it 
as justified, the commission approaches 
the party complained about and tries 
to obtain agreement to stop the prac- 
tice complained of, in this case, the 
use of certain names or words. If that 
Party will not agree to discontinue the 
Practice, then the SEC may go into 
court in an effort to obtain an order 
to correct the situation. 
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ties salesman, 23.9% a salesman li- 
censed to sell both insurance and se- 
curities, and 12.7% said the client’s 
professional advisers. 

“If you were asked to identify re- 
placers in your area, could you specif- 
ically point to (1) certain agents who 
seem to make replacement a general 
practice?” (42.9% of respondents said 
yes); (2) “part-time agent” (25.4% 
of respondents said yes); (3) “agents 
closely identified with a particular 
agency or company” (14.3% for this 
one); (4) “agents licensed to sell both 
life insurance and securities (4.8% 
said yes). 

Here are the percentages of re- 
spondents answering yes, no and may- 
be to the following question: “If you 

(CONTINUED ON PAGE 18) 


Texas Agents Elect 
Bass President At 


San Antonio Annual 


SAN ANTONIO— At its annual con- 
vention here, Texas Assn. of Life 
Underwrit- 
ers elected Harper 
H. Bass, Massa- 
chusetts Mutual 
Life, San Antonio, 
president; 
heard William E. 
North, New York 
Life, Evanston, 
president NALU; 
met the national 
association’s new 
executive vice- 
president, James 
Byrd, and were 
treated to a three-man sales panel. 

Other officers elected were Tyson 
Wood, Southland Life, Corpus Christi, 
vice-president, and James V. Story, 
United Fidelity Life, Wichita Falls, 
secretary-treasurer. 

Mr. North told a luncheon gathering 
that the life agent today has not real- 
ized his potential. He urged his listen- 
ers to sell what they have and forget 
about selling mutual funds. Com- 
panies, he said, are the source of funds 
for investment. 

The agent should raise his sights 
and avoid what oftentimes amounts 
to a mediocre effort, Mr. North stated. 
‘Although many life insurance men 
think they have been doing well, the 
average amount of insurance in force 
provides for only 18 months of pro- 
tection. 

Life insurance is property and for 
this property there is a guaranteed 
market, he said. The agent sees life 
insurance actually work even if his 
prospect does not; it is therefore up to 
the agent to step up his belief in life 
insurance and pass this along to the 
potential buyer. 

Mr. Byrd did not make a formal 
address. Speaking informally from the 
head table at the past presidents 


breakfast, he pledged himself to the 
(CONTINUED ON PAGE 29) 
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Harper H. Bass 


Renewal, |AHU Asks 
Conn. Plan Insurers 


International Assn. of Health Un- 
derwriters, in a resolution passed by 
its international council at the annual 
convention at New York, has urged 
Associated Connecticut Health Insur- 
ance Companies to provide for renew- 
al commissions in its new major medi- 
cal subscription program. 

Stating that the services of profes- 
sional agents are indispensable “for 
the continued expansion of coverage 
and personal counseling of the public,” 
IAHU exhorted the companies parti- 
cipating in the plan to “continue to 
incorporate in all premium calcula- 
tions a sufficient amount to establish 
continuing renewal commissions to the 
producers, thus assuring the public an 
opportunity for uninterrupted profes- 
sional relationship with their licensed 
insurance advisers.” 

The Connecticut program so far in- 
volves 10 companies, which would 
pool their experience and resources to 
provide medical coverage for state 
residents aged 65 and over. Some par- 
ticipating companies are reportedly 
thinking of paying agents only initial 
commissions and eliminating renew- 
als. 

In another resolution, IAHU pro- 
claimed five principles as a guide to 
the present and future: 

1. We are striving to win recogni- 
tion for the principle that voluntary 

(CONTINUED ON PAGE 28) 


AALU Members Not Hurt Pay Commission On NALU Speaks Out 
Much By Replacements 


Against Reopening 
NSLI To Veterans 


T. R. Buchanan Restates 
Association’s Traditional 
Objectons To Proposals 


WASHINGTON—National Assn. of 
Life Underwriters is opposing a num- 
ber of bills introduced in the House 
this year to reopen the sale of National 
Service Life Insurance to veterans gen- 
erally. Most of these bills would reopen 
the sale of NSLI for a limited period 
to upwards of 14 million veterans. 


‘Unfair Competition’ 


In a statement filed with the House 
veterans affairs subcommittee on in- 
surance, Thomas R. Buchanan, New 
York Life, Washington, D.C., chair- 
man of the NALU committee on af- 
fairs of veterans and servicemen, re- 
stated the association’s long-standing 
objections to this type of legislation. 
He said it would put the federal gov- 
ernment into unwarranted and unfair 
competition with the private life in- 
surance business and would tend to 
reduce the tax revenues at all levels 
of government. 

Before enumerating detailed ob- 
jections to the various proposals to 
reopen the sale of NSLI, Mr. Buchanan 

(CONTINUED ON PAGE 21) 





IAHU Awards Presentation Participants 





Participating in honorary awards presentation at International Assn. of 
Health Underwriters annual meeting at New York are, seated from left: 


Wallace Clapp, Eastern Underwriter; 


Emerson Davis, Inter-Ocean, Dallas; 


Frank Post, Charles D. Spencer & Associates; Chicago; and Bart Pauley, 
Prudential, accepting for his father, C. O. Pauley, past president of the old 
Health & Accident Underwriters Conference. 

Standing from left: Carl Ernst, vice-president A&H North American L.&C., 
for Dwight Mead, Pacific’ Mutual, Seattle; Bruce Gifford, IAHU managing 
director, for Frank Nutter, Kentucky Central L. & A., Charleston, W. Va.; 


Armand Sommer, 


vice-president Continental Casualty; 


William Knight, 


Knight agency, Cleveland, for his father, Gilbert Knight; and Albert H. 
Wohlers, Gore-Youngberg-Carlson agency, Chicago, who presented the awards. 
An award also went to Herbert O. Fishback Jr., vice-president Northern 


of Seattle, who was not present. 





By ROBERT B. MITCHELL 
NEW YORK—Five authorities in 
their respective fields brought mem- 
bers attending the annual convention 
of International Assn. of Health Un- 
derwriters up to date on happenings 


tai | 


Davis W. Gregg Loran E. Powell 


in health insurance education, training, 
sales research, legislation and public 
relations. 

Discussing education, President 
Davis W. Gregg of American College of 
Life Underwriters said several factors 
seem to explain the logic and the tim- 
ing of the decision that the college 
should accept the responsibility of 
providing college level education for 
health insurance personnel. In fact 
health and life insurance are so closely 
allied that perhaps it would be ap- 
propriate to use some super-generic 
term such as “life value insurance” to 
describe the over-all field of life and 
health insurance, he said. 

A second factor is tied to the rapid 
growth of health insurance in recent 
years, bringing greater economic and 
social responsibility and the need for 
collegiate-level professional-type edu- 
cation. Life insurance went through 
this stage about three decades ago. 


Public More Sophisticated 


Also a factor is the greatly increased 
interest of the life insurance industry 
in health insurance in recent years. A 
fourth factor is the public’s increasing 
sophistication with reference to health 
insurance, creating a need for better 
educated personnel. 

A final factor is that as health 
insurance personnel are upgraded, in- 
evitably they seek professional level 
recognition along with their profes- 
sional level education. The public needs 
some yardstick to measure the com- 
petence of the health insurance per- 
sonnel who serve it. This is available 
only through a professional designa- 
tion properly administered through an 
independent educational institution. 


HeNATIONAL UNDERWRITER 


IAHU Brought Up To Date On Education, 
Training, Research, Legislation, PR 


Though a special designation for 
health insurance was considered, it 
was decided that it was best to stick 
with “CLU,” since a great variety of 
designations might confuse the public, 
and the fine academic acceptance of 


James R. Williams Alfred G. Whitney 


“CLU” might be jeopardized. 

“You as health insurance under- 
writers have a considerable stake in 
the American College’s greater em- 
phasis on health insurance,” said Mr. 
Gregg. “It offers real promise to you 
in your personal development and in 
your drive to gain public acceptance 
as professional practitioners ... You 
should never forget that ‘education 
treats men not as they are but as they 

(CONTINUED ON PAGE 26) 


First-Quarter Benefits 
Total $2,191,100,000 


Benefits to American families by 
life insurance companies were $2,191],- 
100,000 in the first quarter of 1961, up 
6%, according to Institute of Life In- 
surance. The figures were reported by 
the institute as follows: 





March 
(000 Omitted) 

Death payments $325, 
Matured endowments . 
Disability payments .. 

Annuity payments .. 

Surrender values .. 

Policy dividends .... 

Total 


Death payments 
Matured endowments 
Disability payments .. 
Annuity payments .. 
Surrender values 
Policy dividends . 
Total .. 


. _ 399,800 376,81 
$2,191,100 $2,063,100 
Cal. Department Names Swindell 

The California department has ap- 
pointed Ben F. Swindell Jr. adminis- 
trative service officer, succeeding 
Donald W. Stonum. Mr. Swindell 
joined the department in 1949 and 
since 1955 has been in charge of the 
policy services bureau at San Fran- 
cisco. 





Charles J. Zim- 
merman, president 
of Connecticut 
Mutual Life, pre- 
sents his compa- 
ny’s two-millionth 
policy to William 
H. Andrews Jr., 
chairman of the 
CLU Development 
Fund Council and 
manager of Jeffer- 
son Standard Life 
at Greensboro, 
N. C. Joining in 
the ceremonies is 
Herbert C. Graeb- 
ner, dean of Amer- 


ican College. The policy was issued to Mr. Zimmerman, who named American 
Coliege as owner and beneficiary and turned it over to the college as a gift 
to the CLU Development Fund. Mr. Zimmerman said he “could think of no 
finer way to commemorate this milestone in our company’s history than to as- 
sist an organization which has played such a significant part in the development 
and promotion of professionalism within our industry.” He has been a CLU 
since 1930 and is vice-chairman of American College. 


BMA Sales Rallies 
Held In East, West 


More than 700 agents and home of- 
fice people of Business Men’s Assur- 
ance attended two, four-day sales con- 
ferences held during May. 

Top agents from the eastern half of 
the country gathered at Grove Park 
Inn, Asheville, N. C., and those from 
the west held their conference at Sun 
Valley, Ida. Qualification for atten- 
dance was on the basis of life and 
health insurance production during a 
two-year period. 

A featured speaker at both meetings 
was Lester O. Schriver, executive vice- 
president National Assn. of Life Un- 
derwriters. He pointed out that life 
insurance is thrift—the best invest- 
ment for the average man. “Records 
show,” he said, “that 81% of a man’s 
ultimate estate consists of life insur- 
ance. No man has any right to accus- 
tom his family to the good things of 
life unless he is willing to guarantee 
continuation of that way of life as long 
as they live.” 


Outlines Responsibilities 


Also featured at both gatherings 
was R. L. McMillon, BMA manager in 
Abilene, Tex., and NALU vice-presi- 
dent. He outlined the life insurance 
salesman’s responsibilities to the pub- 
lic and pointed out the challenges of 
today: Changes, older age groups, in- 
terest in government by business men, 
improved school curricula and life in- 
surance ethics. He urged all life and 
health insurance salesmen to be in- 
dividualists and to learn how to give 
more of themselves in service to pol- 
icyowners and community activities. 

BMA President W. D. Grant key- 
noted the theme of the conferences, 
“Building for the Future,” in an ad- 

(CONTINUED ON PAGE 10) 





Biggio Is Senior V-P 
Of Liberty National 


Liberty National Life has named 
Alvin A. Biggio senior vice-president. 
He has been vice- 

president since 

1954. A veteran of 

33 years with the 

company, Mr. 

Biggio has been 

manager of the 

ordinary issue and 

underwriting de- 

partment and gen- 

eral manager of 

the weekly premi- 


Alvin A. Biggio um department. 


HIA Committee Chairmen, 
Vice-Chairmen Appointed 


Chairmen and vice-chairmen of five 
standing committees of Health Insur- 
ance Assn. have been appointed. The 
roster, with chairmen listed first, con- 
sists of the following: 

Economics and financing medical 
care—C. Manton Eddy, Connecticut 
General Life, and Donald D. Cody, 
New York Life. 

Education—James T. McCrystal, 
Home Life of New York, and Francis 
T. Curran, America Fore Loyalty 
group. 

Legislative—Bernard R. Stone, Mu- 
tual of Omaha, and Bernard K. Sprung, 
Equitable Society. 

Membership and ethical standards— 
Richard E. Pille, Security Mutual of 
Binghamton, and W. Sheffield Owen, 
Life of Georgia. 

Nominating—Millard Bartels, Trav- 
eiers, and E. W. Craig, National L.&A. 
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COLIN STAM TO SEN. BYRD. 


Annuities Can Be | 
Compatible With 
Keogh Bill Rules 


Ways in which individual! 
ties could be used to meet 
quirements of the Keogh bill , 
where the self-employed ing 
has three or fewer employes are 
lined in a letter written by 
Stam, chief of staff of the joint ¢ 
mittee on internal revenue 
of the Senate and House. Mr, 
wrote to Chairman Byrd of the § 
finance committee in response j 
question put to Sen. Byrd by 
S. Wood, Massachusetts Mutual 
agent at Richmond, about the t 
annuity contracts that could be | 
under the Keogh bill. After an 
ductory paragraph, Mr. Stam’s 
sayss 


Under HR 10 as reported by 
committee on ways and means gq 
House, a self-employed individual 
three or fewer employes may cg 
bute to a retirement plan and q 
10% of his self-employment eary 
or $2,500, whichever is the 
Excess contributions are not perm} 
Thus, it is true, as Mr. Wood sg 
that since contributions are scale 
income, the self-employed indiy 
may not purchase a level contriby 
annuity contract. A _ self-emp 
individual with more than three 
ployes is not faced with the 
problem since under the reported) 
contributions for his benefit are 
geared to a fixed statutory maxif 
but may be made at the same 
the plan provides for any emp 
For this reason, my comments wi 
concerned only with the bill as i 
fects self-employed persons with 
or fewer employes. 


Two Such Plans 


While the administrative detail 
HR 10 have not been worked o 
this early stage, I do believe 
propriate annuity plans can be wo 
out which would permit insum 
companies to participate in HR 10) 
annuity plans. There are two | 
plans which come to mind, bo 
which are simple and, I believe, rm 
ly adaptable to HR 10. 4 

Under the first plan, the ani 
contract would be composed of 
sections; the first section wo 
geared to HR 10 with all of its 

(CONTINUED ON PAGE 11) 


Fuller, Rust Named 
To Top Positions | 
Of State Farm Life © 


Morris G. Fuller, president of Stal y 

Farm Life since 1951, has been electé 
wows Vice-Chairman aim, 

Edward B. Rug cause s 

succeeds bes enew m 
president. Mr. Kus 

is also presidentd ospects’ 

— Farm Mutiilfhe sales 

Mr. Fuller wprmms of in 

continue as dire 

tor of both Stal nd you h 

‘fe Farm Life @8nd share 
ce State Farm Mr 

Rut tual Auto. ae sell ever 

the life com: Nationy 

5 years « 








Edward B. 


first employe, joining as vice-presidé 
in 1929 when it was formed. 
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di iy ; é 
*, oad you have the chance to sell mutual _tising, you earn while you learn—with 


nd shares, too. You have more chances _ unlimited possibilities for advancement. r ‘he fey, A’ ae) = 


# sell every prospect—on every call. Like to join this dynamic organization? 
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Dodson Discusses Health Care For The Aged 
At Annual Meeting Of Chicago Life Assn. 


There are just two general solutions 
to the problm of health care for the 
aged: Perserverance and_ patience, 
M. Rey Dodson, president Ohio Na- 
tional Life, declared in his talk at the 
annual meeting of Chicago Assn. of 
Life Underwriters. Neither of these 
requires a radical or drastic change of 
’ philosophy similar to that found in 
some suggested solutions such as the 
King-Anderson bill now in Congress. 
“The exercise of both perseverance and 
patience will guarantee a solution to 
the problem along the lines of sound- 
ness and equity which we should all 
desire,” he said. 


McKechney New President 


Elected president to succeed Oliver 
R. Aspegren Jr., general agent Ohio 
National Life, was William L. McKech- 
ney, Northwestern Mutual Life. Stuart 
A. Monroe, general agent Mutual 
Benefit Life, was named Ist vice- 
president; Sol Sackheim, agency su- 
pervisor Great-West Life, 2nd _ vice- 
president; Burnham L. Batson, man- 
ager Connecticut General Life, treas- 
urer, and Gerhard C. Krueger, Equi- 
table Life of Iowa, national committee- 
man. 

Mr. Dodson, who is chairman of the 
ALC-LIA joint committee on social 
security and health care, made it 
emphatically clear at the outset that he 
was speaking for himself and not in 
any official capacity. 

Perhaps the most recent reliable data 
on the extent of health benefits in ef- 
fect is a report from the National 
Health Survey covering the period 
July-December, 1959, he said. The 
report shows that almost one-half of 
those age 65 or over already have some 
form of health insurance. However, the 
data are more reliable in measuring 


the quantity of benefits than in ad- 
judging the quality, because the statis- 
tics show the extent of the coverage 
rather than scope. 

The report breaks down the cover- 
ages into some smaller groupings. For 
example, in the 65-74 group with 
hospital insurance, of those with an- 
nual family incomes of $4,000 and up, 
70% have insurance; almost 60% have 
benefits available where incomes are 
between $2,000 and $4,000; but only 
37142% where the income is below $2,- 
000. 

Families with larger incomes have 
better coverage. Also, many more of 
those in the group immediately follow- 
ing age 65 have more coverage than 
those 75 and over. He gave two reasons 
for this as: More are working between 
65-74, and the extension of health 
benefits above age 65 is sufficiently 
recent that only the “younger” of the 
aged have been exposed to as much of 
their availability. 


Proportion Increases Rapidly 


One-third more of those working 
between 65-74 have insurance than 
those not working; more family heads 
carry benefits than other family mem- 
bers; less than half of all over 65 
reported chronic conditions which 
limited activity; only 10% of those 
between the ages of 65-74 had a 
chronic condition which kept them 
from carrying on a major activity, but 
this proportion did increase rapidly 
with advancing age, reaching 25% at 
75 and over. 

The so-called “Blue Plans” provide 
almost half the hospital coverages, but 
only about 40% of surgical insurance 
and less than 20% of the doctor-visit 
type of benefit, he said. Group insur- 
ance provides about two-thirds cover- 
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You Need Both 


To build and operate a profitable General Agency, you need two things 


A full line of modern policies with very low net cost... 
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dent, was not present for the picture. 


age for insured persons of all ages; but 
for those age 65 and over, group in- 
sures less than one-third. At least 
70% of those under group coverages 
are privileged to either convert their 
group to individual insurance upon 
retirement or may continue under the 
group plan after retirement. This trend 
seems to be continuing. Most of these 
statistics exclude results achieved, 
since several of the largest health 
insurers made special mass enrollment 
policies available at age 65 and above. 


9% Required 


Mr. Dodson mentioned that the Bu- 
reau of Labor Statistics in preparing 
budgets for families where the hus- 
band and wife are both over 65 has 
found that, even if in reasonably good 
health, about 9% of their budget was 
required on the average for medical 
care, and considerably more in some 
urban areas, such as those on the west 
coast. The cost varied widely from fam- 
ily to family, however, and was not 
subject to the same reliable budgeting 
as many other items. While any un- 
needed budget allowance might be 
accumulated for later year use, this 
process is obviously not as sound a 
means of security as that provided by 
insurance, he declared. 

Health insurance for the aged has 
grown at a very rapid rate during the 
past decade, Mr. Dodson said, “but 
what is important is how this growth 
may continue into the future, because 
if we in the insurance industry cannot 
fill the health care needs vacuum, 
certainly something else will and that 
something else will very likely be 
government and by compulsory rather 
than voluntary means.” 

As to prospects for growth along 
voluntary lines, it has been estimated 
that as high as 75 or 80% of the people 
65 and over will have coverage by 1970 
if the present trend continues. “Act- 
ually this projection, which is not 
deemed to be overly optimistic, repre- 
sents a really phenomenal growth 
considering the relatively recent start 


* made by the industry in this field,” 


said Mr. Dodson. 
Perseverance Necessary 


“But even this growth very likely 
will not satisfy those who want every- 
one covered regardless of income or 
need. While many of their arguments 
can be answered to our satisfaction, 
the best answer to theirs is a more 
rapid implementation of voluntary 
coverage. Perseverence is a necessary 
ingredient to solve the problem. 

“All of our companies need to take 
another careful and serious look at 
this problem. We must find ways to 


make health care benefits available. at 
(CONTINUED ON PAGE 22) 


New officers and other dignitaries at the annual meeting of ¢ 
Assn. of Life Underwriters. From left: Gerhard C. Krueger, Equity 
Iowa, national committeeman; Oliver R. Aspegren Jr., general agen 
National, retiring president; M. Rey Dodson, president Ohio Nati 
speaker; William L. McKechney, Northwestern Mutual Life, president; 
A. Monroe, general agent Mutual Benefit Life, 1st vice-president; 
L. Batson, manager Connecticut General Life, treasurer, and A, J, 
berg Jr., brokerage manager Continentai Assurance, 
chairman. Sol Sackheim, associate manager Great-West Life, 2nd y 
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Security American Life, 
University National Take 


Win A&S Production Contest 


and-wife team at Carlinville, Il 
top places in an A&S productio 
test sponsored by St. Lawrence 
of Chicago. Other winners were4 
Keim, Belleville, I11.; 
son, Urbana, IIl.; George Butts, Mags 
fort, Ind.; and Hobart Stephens 
ver. Each winner received a 
watch. ogre 
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First Steps Toward Mer —t 

The insurance departments of Se fut 
nessee and Oklahoma have tentaj determin 
approved a merger between 4 insura: 
American Life of Memphis and ‘their a 
versity National Life of No ‘ especial 
The merger is subject to the ap ways ar 
of stockholders of both companies, ¥ knowr 


Name of the surviving compan 






be University National Life, cn fo 
home office in Memphis and offig 
Norman maintained as a regionggms Again 
ministrative office. ‘ou are | 
$80 Million In Force . _ 
The merged company’s life in @in< that ] 
will be more than $80 million tics but 
combined assets of over $5 millinficed when 
annual premium and investmeith, keep 1 
come estimated in excess of $2@her get in 
University National is licensed iat or prer 
states and Security American. in&, jn whic 
Upon consolidation, the company in Washi 
have licenses in 25 states and he Senat 
tions pending in 15. Security Alig pressu 
can has 5,800 stockholders and@.y are tz 
versity National 2,600. The comiits under 
tion of capital and surplus Willkre becauss 
more than $3% million. of the 
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Ry KERR TELLS IAHU: 


on Chance Of Ways 
Means Acting On 
ad Care Bill Soon 


’ YORK—There’s a _ 50-50 
; that the House ways and 
committee will decide soon on 
are legislation, probably in July, 
“Bi Sen. Kerr of Oklahoma, address- 
ng of @ the annual convention of Interna- 
, Equi) assn. of Health Underwriters 

















Me committee is going to be acting 
#his measure under the pressure 
Mr. Kerr said is coming from 
» &@... the country from 90% of the 16 
jon people over age 65, from the 
te House and from “great power- 
groups,” which he did not identify 
which his listeners had no doubts 
identifying as labor unions. 
eating the urgent warning he 
at the recent annual meeting of 
th Insurance Assn. of America, 
Kerr told the IAHU members 
‘ments of “the future of your business will 
lave tential determined in Washington. He 
od insurance men to get acquainted 
phis and h their representatives in Congress 
especially with the members of 
ways and means committee and 
» known their opposition to the 
posed social security health care 
islation for the aged. 


Against Delay 
ou are going to have to work to 
intain your position,” he declared. 
m’t put it off! There are some 
ys that have sought to live above 
itics, but the day has long since 
ised when you or any other group 
nvestmetii, keep politics out of business. 
2ss Of $Mher get in and be part of the poli- 
3 ul way of our country and govern- 
licensed j mt or prepare to live under a situa- 
erican- in; in which decisions are made for 
company § in Washington.” 






























S and aime Senator said there are very 
curity Alling pressure groups in Washington. 
lers andey are taking advantage of their 
The comiiits under the constitution. They are 


irplus ville because more and more they are 
rare of the fact that they can’t keep 
os itics out of business. 
~ontest IWe are engaged in a great battle 
is, a hui maintain freedom of your business 
ville, IL@ operate in an environment unre- 
roductid ed and undestroyed by govern- 
uawrencgental programs which would be com- 
's were Ai@lsory in lieu of what you seek to 
hester Aging about voluntarily,” he said. 
Butts, MSen. Kerr was co-sponsor of the 
tephens,@@rr-Mills act passed last year to pro- 
ived a @me grants in aid to states setting up 
grams to take care of the med- 
y indigent” aged. 


is Made To Nine 


The luncheon was also the setting 
the awards to nine men “for out- 
nding past service and continuing 
rest in furthering the principles 
the IAHU and the health insur- 
e industry,” as reported in last 
tek’s issue. Following Sen. Kerr’s ad- 
ess there was a memorial service, at 
hich Rabbi Edward Klein of the 
ephen Wise Free Synagogue, New 
wrk City, was the speaker. 

au &%The day opened with the Leading 




















ange oducers Round Table breakfast, ad- 

uilding #5¢d by J. C. Morrow, agency sec- 
— lary of Mutual of Omaha. 

nois Louis Medill, A&S general agent of 


ype CO Mtinental Casualty in New York 

hy, was elected president of the 
RT, succeeding Herbert K. Sloane, 
rs coll Paul H.&C., who becomes chair- 
n. Elected vice-president was Mrs. 


| XUM| 


LIFE INSURANCE EDITION 


Betty Benedetto, Mutual of Omaha, 
Buffalo, and William L. Davis, Provi- 
dent L.&A., Tallahassee, Fla., was 
named secretary-treasurer. 

The morning general session started 
with a panel discussion of what is go- 
ing on in the fields of health insur- 
ance education, training, sales re- 
search, legislation and public relations. 
Panelists were President Davis W. 
Gregg of American College of Life 
Underwriters, Managing Director Lor- 
an E. Powell of Life Underwriter 
Training Council, Alfred G. .Whitney, 
associate director of research at Life 
Insurance Agency Management Assn., 
Robert R. Neal, general manager of 
Health Insurance Assn., and James R. 
Williams, vice-president and general 
manager of Health Insurance Institute. 
Francis T. Curran, supervisor of the 
statutory disability division of Ameri- 
ca Fore Loyalty group, Newark, pre- 
sided and Robert B. Mitchell, execu- 
tive editor of THE NATIONAL UNDER- 
WRITER Life Edition, acted as modera- 
tor. 

Charles T. Kingston, general agent 
of Union Mutual Life at Hartford, who 
spoke on health insurance programing, 
said there is a definite affinity be- 

(CONTINUED ON PAGE 30) 
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: The best policy... 


There’s quite a lot of discussion going on nowa- 
days about the kind of life insurance people ought 


We are inclined to agree with Hal Nutt that the 
2 best kind of policy is one that will be in force 
. when the insured person dies. 


_.__. sssi‘i‘i(i‘y#aU..UOiéitji#((j( 


IAHU Man Of The Year 


Underwriting Rules 
Reflect Ebb, Flow 
Of World Tensions 


When a person goes abroad to live 
and work in a foreign country, his life 
insurance company has a measure in 
terms of dollars and cents of the haz- 
ards he may face there and his chanc- 
es of coming back alive, according to 
Institute of Life Insurance in a review 
of how cases are rated for foreign 
travel or residence. 

Extra premiums for foreign resi- 
dence do not affect life insurance pol- 
icies already in force. Nor will an in- 
sured normally be charged extra for a 
mew policy if he’s merely taking a 
brief business or vacation trip—unless 
there are unusual hazards involved. 

Robert R. Neal, general manager of Thus, most people overseas have 

Health Insurance Assn., displays 1961 standard rate coverage. 
Harold R. Gordon man-of-year award | ife companies have schedules of 
he received at International Assn. of oxtra premiums for every part of the 
Health Underwriters annual meeting \orjq where special hazards exist. For 
at New York. Award was presented by ox ample, western Europe at the mom- 
Albert H. Wohlers, Gore-Youngberg- 41+ is considered about as safe as the 
Carlson agency, Chicago. (CONTINUED ON PAGE 20) 
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Met Life A&S Series 
Expands Coverages For 
Insured Over Age 65 


Metropolitan Life has introduced a 
new series of health insurance policies 
with greatly expanded benefit for peo- 
ple age 65 and over. Two coverages— 
hospital expense and professional serv- 
ices—are being offered separately or 
m combination, with flexibility to 
meet individual circumstances and 
need, and guaranteed renewable for 
life, subject only to premium changes 


FeNATIONAL UNDERWRITER 


on a class basis. 

Benefits under the hospital expense 
policy are a maximum of $15 per day 
for up to 180 days for hospital room 
and board under one plan, and $25 per 
day for up to 240 days under an- 
other. For convalescent care in a nurs- 
ing home following a hospital confine- 
ment of at least seven days, the maxi- 
mum benefits are $7.50 a day under 
plan one and $12.50 per day under 
plan two, both for a maximum period 
of 30 days. The policy also pays 80% 
of any special hospital service charges 
after a $50 deductible. The maximum 


benefits for any one period of confine- 
ment are $3,500 under plan one and 
$7,000 under plan two. 

Under the professional services pol- 
icy, the maximums for the more severe 
surgical operations are $250 under 
plan one and $500 under plan two. 
The policy also pays 80% of the 
charges above a $50 deductible for the 
services of physicians and private 
nurses during confinement in a hos- 
pital or nursing home. Maximum bene- 
fits for any one confinement are $1,- 
500 under plan one and $3,000 under 
plan two. 





An eleven year calendar of a KANSAS CITY LIFE KEYMAN 


1961 


1961 


iz—Viee President P 


John A- Uv 


resident's club. 





1960 


1960 


Member of Kansas City Life’s App-a-week 
club 512 weeks which means he has writ- 
ten at least one application every week 


for over 91/2 years. 





ts Club—Number of 





1958 


r in great demand by under- 
others he was fea- 
ntion of 


1958 


As a speake 
writers association and 
tured at the 1958 annual Conve 


the NAL U. 





1957 1957 


This and following 4 years a Top Hatter 
(paid for at least one million with Kansas 
City Life in the qualifying year). Featured 
speaker at Million Dollar Round Table an- 
nual convention. 





1956 1956 


This and following five years a 12 tim 
“Master Bell Ringer”. wa ae key man re 
K. C. Life to earn the honor 12 times. 
(Qualified every month of year for 5 years 
by selling a minimum of $50,000 each 
month with a minimum premium of $1,000). 


First year as a member of Million Dollar 
Round Table. Has qualified each year since. 
First year also to receive National Quality 
Award, an award he has received each 
succeeding year. Vice President—Presidents 
Club—number of sales. 





at Kansas 

hn A. Utz became a keyman 
re Life. He also became a star member 
of Presidents 
Kansas City Life 


FE 


Home Office / Broadway at Armour / Kansas City, Missouri Represented in 41 States and the District of Columbia 





INSURANCE 
COMPANY 


1950 


Club in that year—@ valued 
Keyman for eleven years. 
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Equitable Make: 
High Level Pron:ot 
In Agency Departy 


Equitable Society has pron 
seph L. Beesley from senig 


Samuel A. Burgess Joseph 


president to senior vice-presiq 
assistant to the president, 

Burgess from agency vice-preg 
senior agency vice-president, 
Eklund from vice-president ; 


Coy G. Eklund Horace HI 


sistant to the president to’ 
vice-president, and Horace H 
from vice-president, group 
senior vice-president, group sal 
Mr. Beesley joined Equi 
1926 and was cashier at Denve 
nix, Syracuse and Chicago. 
manager at Syracuse and 
vice-president in charge of # 
York metropolitan department, 
he was named chairman of 
agency officers round table @ 
committee and of the agency s@ 
American Life Convention. ~ 
Mr. Burgess has been with tH 
pany since 1921, and following 
ments as cashier in the fi 
named office manager at Jacks 
district manager at Orlando ai 
mi and manager at Louisvi 
Jacksonville. In 1945, he went 
home office as 2nd vice-presit 
the agency department. He be 
vice-president in 1952. 
Mr. Eklund joined the com 
1938 and after World War II¥ 
pointed manager of a new @ 
Detroit. In 1959, he was elect 
president and assistant to the 
dent. He is past president of 
ble’s general agents and manaj 
sociation, the Old Guard, of Life 
cy Management Assn. of Det 
has been vice-chairman of 
Agents & Managers Confer 
NALU. 
Mr. Wilson headed an 
agency at New York from 1 
1960, when he was brought 
home office. 


Aid Assn. For Lutherans f 
Aid Assn. for Lutherans is 
its 1961 President’s Club convé 
the Royal York Hotel, Toront 
22-26. Honored for their sales ¥ 
more than $245 million of 8 
insurance last year will be 2 
from the U. S. and Canada 1% 
attending the gathering. 
Chinese Barn Dance Date Cs 
Chicago A&H Assn. has chai 
date of its Chinese barn d@ 
June 28. 4 
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Commerce of Chicago 
Develops Life Policy 
For Cerebral Palsied 


A combination life insurance, in- 
vestment and savings policy for the 
cerebral palsied is being offered by 
Commerce Ins. Co. of Chicago. 

The unique plan, which the United 
Cerebral Palsy Assn.’s legal and leg- 
islative department bulletin terms a 
valuable psychological boost for the 
some 600,000 palsied in the United 
States, was formulated by Commerce’s 
Charles M. Hansen, administrative 


vice-president and actuary; Rydar J. 
Olsen, vice-president, secretary and 
special risks director; and Dr. William 
R. Starr, medical director. 


Receives Cash Investment 


To be eligible for the plan, the pro- 
posed insured must be at least seven 
years old and have attended at least 
one or more years of a school, public 
or private, or vocational workshop. 
The policy is available to age 35. At 
the end of the 10th policy year, in- 
sured receives a cash investment, 
which is equal to the added premiums 
he paid as a special risk during that 





top income groups. 





GENERAL AGENTS WANTED... 
INCREASED INCOME 


IMMEDIATE VESTED RENEWALS 


The American Bankers has always endeavored 
to set the pace—not merely keep up with it. 


IN NINE YEARS OF ACTIVE OPERATIONS 


1960...........-$415,964,468 
1956... ceceees 
1952... cece eens 


We are continuing to develop a quality Ordinary 
agency force in depth, producing the highest type of 
business at a reasonable cost. Our key representatives 
must be financially solid, reasonably trained, with a 
responsible standing in the community in which they 
reside, and have the ability to select and direct men. 


Shere SY, a oe for Our P rogress 


COMPLETE LINE OF 
VERY COMPETITIVE POLICIES 
INCLUDING 
WIFE 20 YEAR TERM RIDER—issued up to $250,000— 
50% of husband’s insurance. If husband dies or is dis- 
abled wife’s premium is waived. All these benefits, 
wife age 30—$7.00 per $1,000 annually. 


INCREASING PROTECTION PLAN—Terrific package for 


PLUS 


STOCK OPTION PLAN—Liberal Option Agreements for 
both recruiting and personal production. 


COMPLETE TRAINING AND AGENCY 
BUILDING “KNOW-HOW” PROGRAM 


127,927,609 
4,408,032 





JAMES G. RANNI 
Chairman of the Board 


Home Office 





WRITE OR WIRE CONCERNING YOUR OPPORTUNITY 
IN THIS DYNAMIC COMPANY 


JAMES B. SISKE 
Vice Pres. and Director of 
Agencies 


AMERICAN BANKERS LIFE 


ASSURANCE COMPANY of FLORIDA 
Miami 32, Florida 


R. KIRK LANDON 
President 
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time. Insured has the option of leaving 
this sum with the company at a guar- 
anteed interest rate of never less than 
4%. At the end of the 10th year, the 
plan reverts to standard premium. 

The annual premium for all ages, 
seven through 35, is $60 per year for 
$1,000 coverage. Payor death and dis- 
ability benefits are included. 

An unusual aspect of the project is 
that a portion of the first year’s pre- 
miums will be turned over to the 
Commerce Research Foundation, a 
non-profit organization devoted to ad- 
vancing the medical and social pro- 
gress of handicapped people, regard- 
less of race, religion, creed or national 
origin. 


Seeks To Prevent Merger 


LITTLE ROCK—Suit to stop a pro- 
posed merger of Bankers Preferred Life 
and American Life & Annuity, both of 
Little Rock, was filed in Pulaski Coun- 
ty chancery court here last week by 
Sloan Rainwater Jr., a stockholder and 
a director of Bankers Preferred. 

Commissioner Harvey G. Combs an- 
nounced the proposed merger on June 
13, subject to the approval of the 
stockholders of both companies. The 
suit named as defendants the principal 
officers of Bankers Preferred; Ameri- 
can Life & Anuity, and Investment 
Exchange Corp., which allegedly was 
to be transfer agent for stock involved 
in the merger. 

The suit said the merger would in- 
clude a stock exchange of 24% shares of 
Bankers Preferred for 1 share of Amer- 
ican L.&A. and that American L.&A. 
proposed, prior to the merger, to carry 
out a stock split materially increasing 
the number of shares to be exchanged. 
Mr. Rainwater alleged that the merger 
was not in the best interest of Bankers 
Preferred and that the company’s of- 
ficers had suggested the merger to 
“perpetuate themselves” in office. He 
contended that officers of Bankers Pre- 
ferred had refused to consider a mer- 
ger offer made by Professional Life of 
Fort Smith, which, he alleged, is 
“stronger and sounder” than American 
Life & Annuity. 

The suit alleged general mismanage- 
ment of Bankers Preferred, asked for 
an accounting of the company books, 
and requested an injunction to stop 
the merger or an order voiding it if a 
merger is voted. 

Mr. Rainwater, who alleged that he 
and another man were elected direc- 
tors at the last stockholder meeting 
but refused to serve, stated that he 
held 38,000 shares of Bankers and 
owned 18,000 others which had not 
been transferred of record. 


June 24, 199) | 
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Jack W. Lawrence, left has bee 
named associate general agent in th 
Massachusetts Mutual Life generg 


agency of Herbert Geist, 


Chicago. 


right, af 


Mr. Lawrence, who has been a gep. 


eral agent at Chicago for the co: 


since 1951, will join the Geist agency 
after an eight-week European trip, 





Howell Cites Need For 
Variable Annuities At 
Prudential SEC Hearing 


WASHINGTON 


Commissioner 


Howell of New Jersey endorsed Pry. 
dential’s position on variable annuities 
saying that they “would serve a tre. 
mendous need” and a useful purpose 
as supplements to fixed income re. 
tirement plans, during testimony here 


before a 


Commission 


Securities 
examiner 


& Exchange 
considering 


Prudential’s application for exemption 
of its proposed variable annuity op. 
erations from the investment company 
act of 1940. Prudential is seeking a 
determination that it will be the issuer 
of variable annuity contracts and not 
an investment company required to 
register under the act. 

The commissioner declined taking a 
formal position on Prudential’s appli- 
cation, and David Landau deputy at- 
torney general of New Jersey, told the 
examiner it was not necessary to do 
so. Mr. Landau said his state wants 
to make certain that its statutes are 
not impaired by any action the SEC 
might take on Prudential’s application. 
He said his and the commissioners 
purpose in appearing before the ex- 
aminer was to fully inform the SE 
of the regulatory function of the in. 
surance department and how the state 
agency will enforce its variable an- 


nuity laws. 





Growth Of Largest Insurers Compared 


Comparison of the rate of growth, 1950-1960, of the 20 largest life companies 
in North America, with assets of $500 million or more, ranked by insurance it 


force as of Dec. 31, 1960. The compilation was obtained from Cartwright, 


& Co. 


Compary 

Metropolitan 
Prudential 
Equitable Society 
Travelers 
John Hancock 
Aetna Life 
New York Life 
Connecticut General 
Lincoln National 
10. N. W. Mutual 
11. Occidental of Calif. 
12. Sun Life of Canada 
13. Mass. Mutual 
14. _Mutual .of New York 
15. New England Mutual Life 
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16. Continental Assurance 
17. National L.&A. 
18. Mutual Benefit 
19. American National 
20. London Life 
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Ifquitable Of lowa 
itolds Three Regionals 


itable Life of Iowa field men 
central states agencies have con- 
d the second in the 1961 series 
‘tpree-day regional conferences at 
h Lick, Ind. 
@he program, following the pattern 
‘eblished at the first conference at 
ubhle Beach, Cal., covered a broad 
» of subjects concerning product, 
and service, with special 
mphasis being placed throughout on 
wreased sales of permanent, cash 
life insurance. 
At the group luncheon the first day, 
j, Richard Ward, vice-president and 
director of agencies, recognized those 
gsociates who during 1960 earned the 
(LU designation, those who earned 
entury club membership, those who 
jttained major one-a-week club 
awards, and those who qualified for the 
NQA for fifteen or more years. At the 
banquet the first evening, President 
James H. Windsor recognized other 
company leaders. 
At the third regional conference at 
Atlantic City field leaders were recog- 
nized by Mr. Windsor. They were J.D. 
Hopper, Harrisburg general agent, 
president of the Organization Club by 
yirtue of having the largest number of 
agents qualifying for production clubs; 
C.P. Montone, New Haven, vice-presi- 
dent of the President’s Club who led in 
paid new premiums; R. D. Shaffer, 
Harrisburg, and R. J. Harrison, Pitts- 
burgh, vice-president and secretary, 
respectively, of the Agency Club, lead- 
ers in paid new premiums; and R. U. 
Neely, Philadelphia, who received an 
engraved gold watch for production in 
excess Of $1 million last year. 
President’s plaque awards went to 
general agents E. N. Conklin, Syra- 
cuse, J. D. Hopper, Harrisburg; Allen 
O'Donnell, Buffalo; J. T. Redman, 


m New Haven; and J. C. Stamm, Miami. 
issuer ride 


Elect Steketee President 
Of Grand Rapids Agents 


Willard A. Steketee, Metropolitan 
Life, has been elected president of 
Grand Rapids Assn. of Life Under- 
writers. Also elected are I. Perry 
Crow, Lincoln National, vice-presi- 
dent; William H. Doelle, Aetna Life, 
secretary; and Wendell A. Smith, 
Travelers, treasurer. 


American Casualty Has 
Family Plan AD&D Policy 


American Casualty of Reading, Pa., 
has introduced a family plan acciden- 
tal death, dismemberment and loss of 
sight policy. Children are covered be- 
tween ages one month and 18 years. 
Minimum principal sum on the hus- 
band is $10,000 and the maximum is 
$100,000. The wife’s coverage is 20% 
of the husband’s and each child’s is 
5%. 

The plan is available in all states 
except New York, North Carolina, 
Massachusetts and Maryland. 


i | Columbus (O.) CLUs Elect 


me Columbus (O.) CLU chapter has 
‘ond elected Fred A. Exline, Connecticut 
th | General, president. Other officers are 
Duane D. Guerin, Manufacturers Life, 
min | Ist vice-president; William H. Emig, 
sd | Peoples-Home Life, 2nd vice-president 
ih | and Dennis E. Clark, Great-West Life, 
th secretary-treasurer. 

























Oth — 
«| Austin Agents Elect Officers 
. Newly elected officers of Austin 


ne (Tex.) Life Underwriters Assn. are: 
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William Nolen Jr., Southwestern Life, 
president; J. Scranton Peevy, Massa- 
chusetts Mutual, Ist vice-president; 
Ralph Keller, American General, 2nd 
vice-president, and Robert B. Adams, 
National L. & A., secretary-treasurer. 
The officers were installed by Robert 
W. Strain, a member of the Texas 
board of insurance. 


Buddemeyer Heads Buffalo Agents 

Buffalo Life Underwriters Assn. has 
elected John G. Buddemeyer, Connec- 
ticut Mutual Life, president. Other of- 
ficers elected were Vincent C. Bow- 


hers, John Hancock, lst vice-presi- 
dent; Frederick F. Griffin, Connecti- 
cut General, 2nd vice-president; Oli- 
ver W. Sinith, Metropolitan Life, 
secretary, and Vesper L. Wurster, Mu- 
tual of New York, treasurer. 


Reaches $400 Million In Force 

The $400 million mark in insurance 
in force has been reached by Investors 
Syndicate Life, 29 months after the 
company commenced operation. This 
is a gain of $100 million since the 
first of this year. 


Continental Assurance 
Passes $7 Billion Mark 


Continental Assurance, now in its 
50th year, has passed the $7 billion 
mark of insurance in force. Sales of 
$280 million during the first four 
months brought the in-force total to 
$7,124,000,000. 

The company has enjoyed a steady 
production gain so far this year. Ordin- 
ary production during the first four 
months increased 10% and new busi- 
ness in May was 20% ahead of May, 
1960. 











MONY INTRODUCES 


TWO NEW HEALTH 
INSURANCE POLICIES 


1.DISABILITY INCOME: Provides broad protection against total disability due 
to sickness or accident. 2. MAJOR MEDICAL: Offers substantial protection 
against catastrophic medical expenses due to a major sickness or injury. 








Compare these MONY features 
with those in any other plan: 
1. Top commissions 


2. Highly competitive provisions 
and rates 


3. Easy-to-understand language 
4. Minimum of exclusions 


5. M. M. offers unusual 
combinations of high inside 
limits and coinsurance 


6. D. |. contract ‘‘non-can”’ 
to age 65 and conditionally 
continuable to age 70 





MONY’s new Health Insurance Poli- 
cies present a double opportunity to 
help meet the personal insurance 
needs of your clients. 


Send for free sales brochure that 
summarizes coverages of these two 
new policies and combines them into 
a unique sales tool for interviews. 








Mutual Of New York, Dept. NU-661 


Health Insurance Program. 


Name. 














Broadway at 55th Street, New York 19, New York 
Please send me your FREE brochure describing MONY’s new 





Address. 





City Zone 














Mua 0- New Yor« 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
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(CONTINUED FROM PAGE 2) 
strictions and limitations, and the 
second section would be somewhat re- 
sidual in nature, with contributions 
to be made under the second section 
dependent upon contributions made 
under the first section. The over-all 
effect would be a level contribution 
annuity contract. 

To illustrate, assume a self-employed 
individual purchased such an annuity 
contract at a time when his self- 





Calls Annuities, Keogh Accord Possible 


employment earnings were in excess 
of $25,000 per year, and the contract 
called for level premiums of $2,500. 
The entire contribution would be under 
the first section and would be fully 
deductible. 

But, assume that in a given year 
his self-employment earnings drop- 
ped to $20,000 so that the maximum 
deductible amount would be $2,000. 
The amount would be _ contributed 
under the first section of the annuity 
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contract and would be deductible; the 
remaining $500 would be deposited 
under the second section but would 
not be deductible. However, the level 
premium of $2,500 has been maintain- 
ed. 


More Income Under First Section 


The income element under the first 
section of the described plan probably 
would be scmewhat greater than un- 
der the second section because of the 
special deduction allowed insurance 
companies with respect to its quali- 
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PACIFIC (On-the-Go) 


And fo the Puget Sound Agency, 
A Key Factor in the Division’s Growth 



















Roy W. Moren 


N/W National's Puget Sound Agency, established a short five years 
ago, has under the guidance of Manager Roy W. Moren, set an envi- 
able record of growth and progress. It has taken its place among N/W 
National’s top agencies in providing increased protection and service 
to residents of Western Washington. Assisting Mr. Moren in the agency’s 
development are William W. Lukoskie and Ted Holzknecht, Unit Man- 
agers at Seattle, Carl G. Ostergren, District Manager at Olympia, and 
Kenneth |. Olson, C.L.U., District Manager at Everett. 


NORTHWESTERN NATIONAL LIFE INSURANCE CO. 


Minneapolis, Minnesota 





























NORTHWESTERN NATIONAL LIFE’S 


Newest Divisional Office in N/W National's 
planned program of bringing its Home Office 
closer to the Field is the Pacific Division, headed by 
Superintendent of Agencies Rae C. Greene, with 
headquarters at Portland. The division supervises 
agency activities in Washington, Oregon, Idaho 
and Norfnern California. 
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fied pension plan reserves. C'ffsettj, 
this, however, is the fact t'.at oe 
siderable restrictions as to ransfe. 
ability and realization of income woul 
be imposed on the first, or HI: 19 ee. 
tion, of the plan. 

Under the second plan, which Der. 
haps is even more simple, the ingy. 
ance company would mereiy hol 
amounts contributed by a self-emplgy. 
ed person in a so-called “deposit ad. 
ministration account” until benef, 
become payable under contract, at 
which time amounts collected unde 
the deposit administration accoy, 
would be invested in an annuity op, 
tract. 

Under this plan, however, then 
would be no level contribution. Ny 
could there be any determination 
to the amount payable under the ap. 
nuity contract until the collected qd. 
posits are invested in such a contract, 


BMA Sales Rallies 
Held In East, West 


(CONTINUED FROM PAGE 2) 
dress which emphasized the vital rok 
of the salesmen in the progress 
BMA. He outlined plans for construe. 
tion of the new 19-story home offic 
building in Kansas City, scheduled t 
begin in July. 

J. C. Higdon, BMA chairman, ¢i- 
maxed the meetings with an addres 
titled “The Will to Achieve.” “Oy 
first responsibility,” he said, “is t 
our policyowners. There must be mn 
shortcuts, no expediencies—for the 
expedient way is often the wrong way, 
The policyholder’s interest is our inter- 
est.” 

J. W. Sayler, vice-president sales, 
presided over the business sessions at 
both meetings, each of which also had 
a panel session composed of some of 
the outstanding agents in attendance, 

At the eastern panel, N. B. Moates, 
Nashville manager, presided and A. P, 
Van Dine, San Diego, was moderator, 
Participants were R. L. Owen, Martin, 
Tenn.; H. H. Finsilver, district man- 
ager, Detroit; T. L. Bynum, Union 
City, Tenn.; W. R. Bradely, Magnolia, 
Ark.; Mrs. R. A. Bohn, Liberal, Kan; 
L. A. Dodd, Bluffton, Ind.; R. E. King, 
Trenton, Ill.; C. R. Johnsen, Miani, 
and W. H. Gruver, district supervisor, 
Lebanon, Ind. 

H. G. Horn, regional manager North- 
west branch offices, presided over the 
western panel, with D. H. McBride, 
Portland, Ore., as moderator. Panelists 
were M. R. Cartwright, Dunsmuir, Cal; 
E. E. Bliss, Monterey, Cal.; H. M 
Miles, Spokane, Wash.; C. E. Grooms, 
Riddle, Ore.; Mrs. Avalee Turner, Al- 
buquerque; E. J. Hicks Jr., district 
manager, Midwest City, Okla.; E. M 
Olsen, district manager, Garberville, 
Cal.; F. A. McFarlane, Houston, and 
A. L. Wolf, Flagstaff. 














New Handbook Ready For 


No. Cal., Hawaii, Nevada 

A new Underwriters Handbook of 
Northern California, Hawaii, 
Nevada has just been published 
the National Underwriter Co. It pro- 
vides complete and up-to-date infor- 
mation on the agencies, companies, 
field men, general agents, groups 
and other organizations affiliated 
with insurance throughout these 
states. Copies of the new northern 
California, Hawaii, Nevada hand- 
book may be obtained from the 
National Underwriter Co. at 420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $15 each. 
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BEHIND 
THE 
NYLIC 
AGENT... 



































Recent surveys show that New York 
Life agents secure millions of dollars of 
business through their use of Nylic’s 
varied and well-planned direct-mail 
program. 


Direct mail is just one phase of Nylic’s 
comprehensive sales promotion program. 
In addition, the program includes sales 
leaflets, attractive illustration forms, vis- 
ual sales tracks, product-information 
kits, audio-visual aids, agents’ manuals, 





Sales-supporting 


promotion is 


THE NEW YORK LIFE AGENT 
another reason why... Es IN YOUR cou Be 
| | 18 A GOOD MANO. 


ie % 


Se nes 


A sales promotion 


program that gives him 


greater sales potential 
and more 
receptive prospects! 


and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


cea New York Life 
_ Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance ¢ Group Insurance « Annuities 
Accident & Sickness Insurance « Pension Plans 








Home Office Changes 


Occidental Of California 


James Rush, assistant vice-president 
in the controller’s division has been 
appointed assistant division head with 
general supervision over purchasing, 
personnel and salary administration 
departments. Thomas DeVore has been 
advanced to Mr. Rush’s former posi- 
tion of salary administration manager, 


and Robert Peters has been promoted 
to Mr. DeVore’s former position of as- 
sistant manager of employment and 
placement. 


Mutual Benefit Life 


Peter M. Thexton has been appointed 
assistant group actuary. He had been 
assistant group actuary of the Nation- 
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wide companies and before that was 
with Union Central Life and Travelers. 


Southwestern Life 
John Skelton has been named as- 
sistant director of public relations. He 
has been account executive and public 
relations director at Dallas of Grant 
Advertising. 


Ohio National 


Nicholas I. Kent, regional supervisor 
of group and pension sales at San 
Francisco, has been transferred to the 
home office as manager of group and 





















FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 








MBUS MUTUAL — 
Life Reoes. (Company 


Columbus 16, Ohio 
“Frederick E. Jones, President Fred C. Adams, Sup’t. of Agents 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


( 
| 


Free Group Life Insurance. 





murvausi 


Agent’s Contract 
Induction Program 
Sales Packages 





gB STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent's Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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Security Mutual Life, N.Y, 


Robert E. Cook 
has been appoint- 
ed superintendent 
of agencies and 
given officer sta- 
tus. He has been 
manager of Busi- 
ness Men’s Assur- 
ance at Detroit 
and is a past presi- 
dent of Oakland 
County General 
Agents & Mana- 
gers Assn. of 
NALU. 

James G. Gray Jr. has been app 
ed assistant actuary. He has be 
the actuarial division of Metropg 
Life. ; 
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Interstate Life & Acciden 


Robert G. Braund, actuarial g 
ant, has been elected assistant act 
Before joining Interstate he was in{ 
group and actuarial departments 
London Life. 
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Los Angeles 

gional office, qpoup mane 
will be in chaggoup rep) 
of district agencig: *- 
activities throug Theodore 
out the 13 westagfoup actue 
states. He formergeary- A 





headed up ty 
Chicago south 
gion, which 
awarded the Pref" 
ident’s Trophy for 1960. A CLU, k 
been with the company since 1937 f 
lowing graduation from Rutgers. 
held a variety of positions in the em 
pany’s Newark, N. J., home office, 
cluding director of personnel adn 
istration and director of agenti 
research. In the latter assignment 
pioneered in the development of ma 
keting, personnel selection, and ecm 
omic research. He was transferred 
the Chicago regional home office 
1958. 

M. Rowland Rutherford, northe 
California director of district agencis 
has retired after more than 31 yea 
He has been with the company sim 
1929 and was placed in charge of nor 
ern California district agencies in 19 
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indivi 
Sun Life Of Canada and li 
D. E. Hart, 
sistant superinte Once 
dent of agencies you’ve 
the western Ut 
ted States divisi prosp¢ 
has been appoinié 
superintendent 
agencies in cha Libra 
of the newly-d : 
ated central U copies 
division. He} 
been a_ supervis Softb« 
at Denver and 99 
D. E. Hart agent at Seattle COFK 
Security Benefit 
Harry McDonald, group _ diretl 
and Henry Wanke, chief underwtlt 
have been appointed assistant ' 
presidents. Other appointments are? 
H. E. Roberts, associate medical ¢ 
rector; A. F. Triska, comptroller; 
A itor; d 
ald E. James, auditor; an 123 WE: 





Parmley, reinsurance secretary. 
McDonald has been with Occidental 
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jifornia, and Mr. Wanke has had 
nerience With Penn Mutual and 
rthwestern National. Dr. Roberts 
fe. N.Y, Is been assistant medical director. 
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_ United States Life 

rren V. Smith, sales manager, 
», has been elected assistant vice- 
Jent group division. He has been 
gant sales manager of the group 
and service department, regional 
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Promoted to new positions in the 
p division of United States Life 
from left, Ralph E. Pierce, from 

ager of group claims to assistant 
eretary of the company; Warren V. 
ith, from sales manager, group, to 
nt vice-president, and Theodore 
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retary. He has been with John Han- 
cock. 


Guardian Life 


John C. Slattery 
will retire on Aug. 
1, after 35 years 
with the company. 
A 2nd vice-presi- 
dent, he has been 
coordinator of 
agency activities 
and director of 
agencies in the 
New York City 
area, and before 
that was superin- 
tendent of agen- 
cies for A&H, di- 
rector of public relations and agency 
director. He joined Guardian in 1926 as 
publicity manager. He has been chair- 
man of Eastern Round Table of Life 
Advertisers Assn. 





John C. Slattery 


Security-Connecticut Life 
Henry K. Hotarek, superintendent 
of agencies, has been elected vice- 
president. He entered the business in 
1948. 


Peoples Life Of D.C. 
William R. Biggs has been elected 
a trustee. He is chairman of Brookings 
Institute, vice-president of Bank of 


was assistant actuary of American 
General Life. He is an Associate of So- 
ciety of Actuaries. He assumes the ac- 
tuary post from W. Ralph Jones, pres- 
ident. 


Mutual Of New York 


Jay W. Jackson has been promoted 
from assistant director to director of 
industrial investments and Charles E. 
Gelardi from investment specialist to 
assistant director. 


Equitable Of lowa 

J. W. Hubbell Jr., assistant finan- 
cial vice-president, has been elected a 
trustee and promoted to treasurer, 
and R. H. Richards, financial vice- 
president, becomes vice-president, fi- 
nance and head of the finance depart- 
ment. 

Mr. Hubbell succeeds, as trustee, J: 





James Hubbell Jr. 


Carlton Brown, loan supervisor, who 
was elected assistant superintendent 
of city loans, and J. K. Horn, manager 
status section, who became assistant 
superintendent of premium collection. 


General American 
Dr. William V. Murawsky has been 
appointed assistant medical director. 
He has been senior medical officer 
and flight surgeon in the navy. 


Colonial Life 
Albert M. Hies Jr., manager of the 
premium accounting department, has 
been appointed chief auditor. 


JACKSON NATIONAL LIFE— 
A. J. Pasant, president of Apex In- 
vestment Co., Jackson, Mich., is presi- 
dent of the company which is being 
organized. He has been a general agent 
of Illinois Mid-Continent Life. Other 
officers are John J. Collins, formerly 
with Metropolitan Life at Jackson and 
present state chairman of the Democra- 
tic party, vice-president and secretary, 
and Solomon A. Weisgal, CPA of Evan- 
ston, Ill., treasurer. 


WOODMEN OF THE WORLD, Oma- 
ha, has appointed W. H. Martin nation- 
al secretary to succeed Robert L. Kirk, 
who has returned to his private law 
practice. Mr. Martin will in turn be 
succeeded as national treasurer by R. 













ir Py gpl ae sTouP New York and investment adviser to Riley Richards —e of San Antonio, who is a 
ngeles p the Ford Foundation. E. Merriam of Topeka, Kan., who re- © °°'OT 

office, ypoup manager at the home office and Great-West Life signed after long service on the board, AMERICAN LIFE of Delaware 
. in chaoup representative at Rochester, e : and follows, as treasurer, James W. has elected Richard M. Hornigold as- 
ict agencigfl Y- _E. G. Johnson, assistant legal of- Hubbell Sr., who continues as secre- sistant secretary. He had been super- 
15 throunf Theodore J. Kowalchuk, assistant ficer, has been named assistant treasur- tary and chairman of the finance com- visor of group pension actuarial statis- 
13 westagoup actuary, has been elected group ¢T- mittee. Mr. Richards joined the com- tics of Connecticut General Life. 

Ie formemeuary. A fellow of Society of Ac- ” pany in 1945 as assistant superin- c 

.d up typaries, he has been an actuarial as- Natonal Fidelity tendent of bonds. He is a graduate of _ KENNESAW LIFE & ACCIDENT 
- south ppstant with New York Life. B. N. Joyner has been named ac- University of California and Harvard has named Wallace Wisner agency se- 
vhich wa Ralph E. Pierce, manager of group tuary. He is a graduate of Harvard school of business. cretary. He had been home office un- 
1 the Prepaims, has been elected assistant sec- and before joining National Fidelity Also advanced to the board were derwriter of American Federal Life. 
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MAN THINKS 


AS ONE 







by Lester O. Schriver 


one of the most powerful messages 
ever be your privilege to read! 


$1.75; 2-24 copies, $1.65 each; 25- 


and ec 
isferred 
» Office j Here is 
, northe — it will 
t seme 2 Selected as the best of his essays in the 
aaa Life Association News, these thoughts by 
e ie Lester Schriver are strong arguments for 
“sm individual initiative, free enterprise, the American way of life— 
da and life insurance. 

Hart, . . », s s 
uperintay Once you start reading this book, you won’t put it down until 
pe you’ve read it from cover to cover! You’ll want your policyowners, 
5 divisia] Prospects and friends to read it, too! 
appoint 
endent 
ould : Library Binding: Single copy, $3.25; 2-24 copies, $3.00 each; 25-99 
itral UM copies, $2.90 each; 100 or more copies, $2.80 each. 

1. Heb 

supervi Softbound Edition: Single copy, 

: <= 99 copies, $1.55 each; 100 or more copies, $1.45 each. 
} 
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SALES BY 
THE MILLION 


Life of Canada’s world-wide sales 
He lives and sells in Johannesburg, 


Africa—but his fame is international— 
his sales language is universal. A life 
member of the MDRT, his recent annual production as president 
of his company’s Macaulay Club was $4,700,000! 


Mr. Hirschmann can also attract a 


cruited and guided seven men to million-dollar production! Tech- 
niques — sales ingenuity — resourcefulness — lessons for every 
salesman who wants to lead his company—this book has them all! 


Library Binding: Single copy, $3.95 
copies, $3.85 each; 100 or more copie 


Softbound Edition: Single copy, $2.65; 2-24 copies, $2.60 each; 25- 
99 copies, $2.55 each; 100 or more copies, $2.45 each. 


FOR FULL INFORMATION ABOUT R&R SERVICES, SALES TRAINING COURSES AND SALES AIDS 


WRITE TO 


THE RESEARCH & REVIEW SERVICE OF AMERICA INC. 


HILBERT RUST, C.L.U., PRESIDENT 








by Chummie Hirschmann 


The author is the perennial leader of Sun 














force. 
South 


nd inspire others. He has re- 


; 2-24 copies, $3.90 each; 25-99 
s, $3.75 each. 


INDIANAPOLIS 9, IND. 
















Changes In The Field 


) Mutual Trust Life 


Meuche & Hickman, oldest family- 
owned insurance company in Dayton, 
will represent Mutual Trust Life, with 
L. T. Meuche Jr. as general agent and 
W. G. Metcalf as manager. Mr. Meuche 
is a partner in the firm his grand- 
father founded in 1881. 

An agency has been opened at Fargo, 


N. D., under the management of Dul- 
uth District Manager Raymond T. 
Simonson and supervision of Patrick 
G. Degnan. 


New York Life 
In the New York City downtown 
group office, John J. Meany, assistant 
district group manager there, has been 
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appointed group manager and Rodman 
U. Smith and Raymond K. Levins, 
group representatives, have been 
named assistant managers. 


Security Mutual Life, N.Y. 
Leonard W. Smith has been ap- 
pointed general agent at Silver Spring, 
Md. He is a director of Suburban Mary- 
land Life Underwriters Assn. 


Republic National Life 
J. H. Jones, group representative 
at Houston, has been advanced to 
regional group manager in Tampa and 
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will be primarily responsib e for J manager 
veloping group, pension trus: and, has beer 
fit sharing business in Florica. Life. He 
mney © 
Mutual Benefit Life | 24 man: 
Edward L. Reiley, genera! agen Lubbock. 
Philadelphia, will retire July 1, yw, 
he will be succeeded by John T. F, 
agan, who has been manager of Figg Herber 
ity Mutual Life there. Mr. Reiley af has been 
tered the life business with Penn yf ed mana: 
tual Life at Philadelphia, later beg, garls age 
ing co-manager there, and genes cinnati. 
agent at New York and Cleveland formerly 
tendent 


















ARE YOU OUR KIND OF AGENT? 
... Without knowing it? 





















O Are you well aware that life insurance and health insurance are opposite 
sides of the same coin? 


Do you appreciate the importance of really integrating health insurance 
into the programs of personal insurance you present, rather than simply 
selling to those who ask for it? 


Are you now representing a life company that does not have complete 
health insurance facilities for client programming? 


Are you working mostly in the middle-income, middle aged (or younger) 
market of average families? 


At claim time, do you truly enjoy delivering with personalized service 
the promises you made earlier, with the sure knowledge of backing by 
a company with the right kind of policy behind its policies? 


Are you accustomed to examining needs carefully, explaining coverage 
solutions thoroughly, and handling applications properly? 


Are you a keen, career-motivated ordinary life agent, with a sincere 
professional attitude toward those you serve? 


Are you well established in life insurance, or has your general agent 
or company suggested that a high-grade health insurance specialist 
insurer can help you become well established more rapidly? 


Do you get real satisfaction out of the knowledge that you are personally 
putting into another human being’s life such a dynamic “life-saver” as 
disability income replacement? 


ee ho 


If you can honestly answer “yes” to these 9 questions, the 
chances are that you belong with American Health or a company 
very much like ours. We seek to be—and we honestly believe we are 
—the kind of company this type of agent should represent. 


AMERICAN HEALTH 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 
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of the Ni 
Edward L. Reiley fice, has } 
is past president of Philadelphia yg executive 
Underwriters Assn. and of Philagg John J. ¥ 
phia CLU chapter, former educatigg Prudentia 
chairman of NALU and a membe 

the “Committee of Eight” which , 
ganized Life Underwriter Traingl Alonzo 
Council. In 1946, he was general cui pointed 
vention chairman for NALU’s anm@purgh. He 
meeting. sales at tl 
Mr. Flanagan entered the life bul curity Lif 

ness in 1938 and was named gene 
agent of Central Life of Iowa at Mj \ 
Henry I 





John T. Flanagan Jr. 






neapolis in 1942. He joined Fidei 
Mutual a year later as manager Jose, will 
St. Paul and then was appointed #iy at Sal: 
the home office staff. He re-enter company s 
the field as general agent at Los A Robert 
geles. He is a past president of Pep manager 
sylvania Life Underwriters Assn. ana; been 
is a director of Pennsylvania Insu§ for three y 
ance Federation, vice-president @ R vy. < 
Philadelphia General Agents & Mam manager < 
gers Assn. and legislative chairm@jn the bus 
and a director of Philadelphia Lig ————— 
Underwriters Assn. 
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New England Life 
Ronald R. 


ven, assistant @jne 19-30 


the director@ Officers in 
Beloit, Wis 


agencies, has be 
appointed man 








Ia. He has } 
a supervisor 
Dayton and bef 
that was an age July 27-29, N 
. 4 annual, She 
at Detroit. He sg 5, 30-Aug 
CLU. Wisconsin, ‘ 
Named groii Aug. 13-19, C 
3 tado, Bould 
Ronald R. Craven representatives Aug. 21-23, I 
Forbes Durey mercial Tr 
Lawrence A. Young, New York; hg nual, La 


mett F. Beaulaurier, Seattle; Arthurlg “%,2-Sept 
C. 


Mitchell, Los Angeles; Robert ] 

Shanks, Pittsburgh, and Rodney | my, 17-2. L 
Thompson, Minneapolis. W. Va. oo 
Sept. 20-22, L 
annual, She 


Lincoln National Life 


t. 24-29, 
J. R. O’Neal has been appointed g¢ Sees eee 
eral agent in Corpus Christi. ver, 
agency will bear his name and belg “t,,%,_ Fre 


cated in the Driscoll Building. Hes sept, 25-27, 


board member of Corpus Christi Ge ge Sho 

t. 25-27, Nz 

eral Agents & Managers Assn. Tethertana 
. acalente Oct. 9-10, C 

Life Of Virginia Practice, Sh 


Max E. Wilson, field training sup °§, 213, An 


visor, has been appointed district MG og. 10, Insur 


ager at Dayton. He has been ass0e ater 

district manager at Pontiac, Mich. _ Oct, eo, I: 

Lewis R. Sucher, associate dist o4 95x. 3 

a = 30-Nov. 1 

manager at Flint, Mich., succeeds #§ dual insuray 
Wilson. Mr. Sucher has been ass00 ag City. 

lov. 6-9, Life 


district manager at Pontiac. Assn., ‘annu 





Kenneth Moore has been na 
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US? and pm has beer general agent of Atlantic 





rica. Life. He has been vice-president and 
mcy cirector of Great Plains Life 

Life and manager of Great National Life at 

ral agent Lubbock. He is a CLU. 
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John Hancock 
Arthur W. Defenderfer Jr., manager 
4 # the New York group annuity of- 
rd L. Reiley fice, has been promoted to group sales 
Jelphia yexecutive there. He is succeeded by 
f Philagg John J. Fishkind, who has been with 
educatiog) Prudential. 
member . P 
whidkt Pilot Life 
r Traings Alonzo B. Fellows has been ap- 
eneral cui pointed group supervisor at Pitts- 
4U’s anm@ burgh. He had been manager of group 
sales at the home office of Home Se- 
e life bus curity Life of Durham, N. C. 


= 





led gene . 
wa at Mi West Coast Life 
ed Fidelif Henry R. Anderson, manager at San 


nanaget @ Jose, will head a re-established agen- 
pointed ry at Salinas. He has been with the 
re-enter company since 1946. 

at Los Al Robert V. Andreatta will become 
it of Pemimanager of the San Jose agency. He 
ASSN. aifhas been with the San Mateo agency 
nia Insu§ for three years. 





esident @ R. V. Sundquist has been named 
S & Maimanager at Santa Ana. He has been 

chairm# in the business for 13 years, most re- 
‘Iphia 

C i 

fe onventions 
d R. 
sistant 


June 19-30, American Life Convention, Life 
-ector@ Officers Investment Seminar, Beloit College, 


has beg Beloit, Wis. 

d mang une, 22-24, California Assn. of Life Under- 

D “™ writers, annual, Biltmore Hotel, Santa Bar- 
avenp 

has beg ‘une 24-29, Million Dollar Round Table, annual, 
. Americana Hotel, Miami Beach. 

TVISOF @ June 25-28, Consumer Credit Insurance Assn., 

and bef annual, Sheraton Towers Hotel, Chicago. 

; an age July 27-29, National Assn. of Life Companies, 

it. Hek annual, Sheraton-Charles Hotel, New Orleans. 
; July 30-Aug. 5, CLU institute, University of 

Wisconsin, Madison. 
1 gro Aug. a sa institute, University of Colo- 
er. 


: tado, Bo’ 
tatives Aug. 21-23, International Federation of Com- 


Durey mercial Travelers Insurance Organizations 
fork; B annual, La Fonda Hotel, Santa Fe. 
Arthur Aug. 28-Sept. 1, National Insurance Assn,. 
annual, Sheraton-Park Hotel, Washington, 
tobert MH D.C. 
rodney Ig Sept. 17-20, International Claim Assn., annual, 
gl Greenbrier, White Sulphur Springs. 
. Va. 
3 Sept. 20-22, Life Insurance Advertisers Assn., 
Life annual, Sheraton-Dallas Hotel, Dallas. 
. Sept. 24-29, National Assn. of Life Under- 
inted writers, annual, Denver Hilton Hotel, Den- 
risti. me 
ind be t. 25, Fraternal Actuarial Assn., annual, 
He i Netherland Hilton Hotel, Cincinnati. 
8. 6 Sept. 25-27, Life Office Management Assn., 
risti Ge annual, Shoreham Hotel, Washington, D. C. 


¥: Sept. 25-27, National Fraternal Congress, annual 
Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuarials In Public 
| Practice, Sheraton-Blackstone Hotel, Chicago. 
Oct. 9-13, American Life Convention, annual, 

ater Beach Hotel, Chicago. 
Oct. 10, Insurance Economics Society, annual, 
J ater Beach Hotel, Chicago. 

y Oct, 18-20, Institute of Home Office Under- 
i » annual, Jung Hotel, New Orleans. 
Oct. 30-Nov. 1, Health Insurance Assn., indivi- 
dual insurance forum, Biltmore Hotel, New 

York City. 








Nov. 6-9, Life Insurance Agency Management 
» annual, Edgewater Beach Hotel, Chi- 


cently as a general agent and super- 
intendent of agencies in southern Cali- 
fornia. 


General American Life 
Aaron Vogler has been named dis- 
trict group manager in Little Rock. 
He has been in the Dallas district 
group office 3% years. 


Sun Life Of Baltimore 


The Hecht-Schoenfeld agency has 
been appointed general agent at Balti- 
more, where both Alan Hecht and Hen- 
ry Schoenfeld, agency principals, 
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have been with Travelers. Mr. Hecht 
is regional vice-president of American 
Society of CLU and a past president 
of the Baltimore CLU chapter. Mr. 
Schoenfeld is a CLU. 


Northwestern National 
Larry G. Heesacker, home office 
group representative, has been ap- 
pointed to a similar position at Cleve- 
land. 


Home Life Of New York 


Maurice G. Nelson, assistant man- 
ager at Cincinnati, has been appointed 


manager there. He had previously been 
with Northwestern Mutual. 


KENTUCKY CENTRAL L.&A. has 
appointed as district managers D. M. 
Dinich at Fort Wayne and Earl Stok- 
er at Dayton. New managers are W. C. 
Meglemry at Hamilton, O., and J. G. 
Johnston at Pittsburgh. New staff 
managers are Joseph Louden at In- 
dianapolis, Loren Sewell and Cecil 
Carper at Dayton, and P. L. Johnson 
at Fort Wayne. 





Paul C. Dietz, Beverly, O., led the 
Midland Mutual field force during May. 





he’s a good man to know! 
oD 


Robert M. Best, C.L.U. 










Richard E. Pille, President. = 


Vice President—Agencies. = 


For Professional Men! 





A Highly Sellable Non-Can S & A Package! 


Here is a really flexible non-can S & A package that enables you to write made-to-order, income replacement 
coverage to fit the specialized requirements of PROFESSIONAL MEN as well as SMALL BUSINESSMEN, 
PARTNERSHIPS AND KEYMEN. These Security Mutual Designed features mean business: (1) WAIVER 
OF PREMIUM after 90 days while your insured remains totally disabled, even beyond his benefit period; 
(2) DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; (3) OPTIONAL PARTIAL 
DISABILITY for S & A male risks; (4) EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a 
fill-in schedule that eliminates riders. Three policies are featured in this new “packaged program”: two 
S & A and one Accident-only. Here you have complete, quality coverage backed by the prestige of Security 
Mutual! Check on this most-sellable insurance package in years—then contact your Security Mutual man— 


your security our mutual responsibility 





81EXCHANGE STREET, BINGHAMTON, NEW YORK 
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a lmetropolitan announces a service for all fathers— 


THE FAMILY 


SECURITY CHECK-UP 


You don’t have to have a lot of money to benefit from this 


special service which weighs your assets, your responsibilities 
(even your hopes) and lets you see where you and your 
loved ones stand. Your local Metropolitan representative 


has been trained to bring you this service. 


Every year, millions of fathers have health check-ups. 
Yet millions of fathers don’t check up on their fam- 
ily’s financial health. 


Where do you stand? 


For example, what about those insurance policies you 
haven’t looked at for some time? Would they be paid 
out the way you want? Or have you unintentionally 
“disinherited” a child? 

Do you know how much your family will get under 
Social Security? How long could they live as you want 
them to live? 

The answers to such questions may be even more 
important to a man of modest means than to the 
man with a fortune. 

Now, Metropolitan—the company you look to for 
authoritative information on physical health—offers 
all fathers straightforward answers on financial health. 


The Family Security Check-Up 


With the help of your Metropolitan man— 

1. You check the facts: your Social Security, your 
home, your life insurance, your pension plan, your 
savings and other assets. You may be surprised to learn 
how much you're worth. 





Family 
Security 
Check-Up 








2. You weigh your responsibilities: mortgage or rent 
payments, education, retirement, accident and sick- 
ness emergencies; how much it would cost your 
family to live without you. 


3. You learn where you stand. You determine your 
weak and strong points . . . whether the provisions you 
have made for your family will do what you intend. 
You get the facts in front of you. 


4. You plan for the future. Based on these facts, you 
decide what action, if any, may be needed to give you 
a family security plan, tailor-made to your own needs 
and ambitions—one which makes good sense for you. 


Metropolitan representatives offer this service. They 
have been trained in Metropolitan’s own schools and 
are qualified by solid experience. They are equipped 
with scientifically designed charts and tables that 
show you, in black and white, exactly where you stand. 


This service costs you nothing except a little time. It is 
confidential. And there is no obligation—except to those 
you love. Call your Metropolitan man for your Family 
Security Check-Up. 


Metropolitan Life 


INSURANCE COMPANY 


A MUTUAL COMPANY 
1 MADISON AVENUE, NEW YORK 10,N. Y. 
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Quiz Indicates AALU Members Not Hurt Much By Replacements 


(CONTINUED FROM PAGE 1) 
encountered replacement, do you 
think a complaint lodged with any of 
the following would help/”: (1) with 
the replacer’s manager or general 
agent (11.3, 58.5, 31.2); (2) with the 
replacer’s company (21.2, 48.1, 31.2); 
(3) with the insurance commissioner 
ut your state (34, 30, 36); (4) with 
management of your company (20, 64, 
16). 

In general, said one question, the 





blame for twisting and replacement 
has been placed on the unethical prac- 
tices of certain agents. Respondents 
were asked to say whether they 
thought the companies had contribut- 
ed to the problem in any of 13 sug- 
gested ways. Here are the possible 
ways and the percentages of respond- 
ents who gave a “yes” answer on 
each: extension of large group limits 
(38.1); issuance of high early cash 
value policies (38.1); contest for vol- 


ume leadership among agent and 
companies (36.5); new policy provis- 
ions not available in old _ policies 
(31.7); discrimination against old pol- 
icyholders by issuing specials as loss 
leaders (27); dividend projections that 
project net costs never yet achieved by 
the issuing company (27); association 
group (25.4); old non-par policies 
that do not reflect current interest 
earnings and mortality savings (22.2); 
large growth in number of new com- 


We at Republic National Life have 
moved dramatically forward, 
confident in our belief that we 
possess a special! formula for 
sales success. To the man gifted 
with that extra spark of enthusiasm 
and the imagination to romance 
the basic miracle of Life Insurance 
in action, we offer a sales contract 
with a built-in Magic Carpet to 
better living. In fact we dare any 
man big enough to fit our special 
pattern for sales success to find 

a more profitable opportunity than 
a sales contract with the “GO” 
Company. 


Theo. P. Beasley 


Chairman of the Board 
and Chief Executive 
Officer 
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REPUBLIC NATIONAL LIFE Asecance Company omiss 10 


LIFE * ACCIDENT e 


HOSPITALIZATION e 


SICKNESS e 
PENSION e 


BROKERAGE e 


MEDICAL AND SURGICAL REIMBURSEMENT e 


GROUP 


COMPLETE REINSURANCE FACILITIES 


June 24, { 


panies (20.6); lack of agert trajy 
and field development (2% .6); }; 
termination rate of new ag ents, 4, 
creating unserviced Policyholg, 


(19); large growth in number of piijes. 


agencies and branches (15.3); 4 
rates” or premium discounts for y 
ume (12.7). 


Percentages Of Yes Answers 


Here are the _ percentages of, 
spondents answering “yes” on thes 
lowing questions: “Do you think 4, 
the policyholder’s interest could ; 
protected by new legislation” proy; 
ing stricter licensing and estabjiy 
ment of professional standards 
lawyers and physicians (71.4); m 
severe penalties to the agent for f 
ure to disclose that replacement 
contemplated (41.3); penalties agaj, 
unlicensed persons who provide ing, 
ance advice (39.7); requirements 4, 
inspections must include question) 
of applicants regarding possible y 
placement (23.8); increased power ; 
the hands of state insurance depgy 
ments (22.2); make life companies jj; 
ble for actions of their agents ung 
treble damages law (22.2); requi 
ment that companies would not } 
permitted to pay any commission , 
replaced insurance to new agent oth 


than those that were still to be paid gy Pe? 


the old policy (17.5); uniform state j 
surance laws strictly governing ¢, 
conduct of agents and _  companis 
(15.9); make agents liable for m 
practice under treble damages 
(14.3); establishment of federal fa 
trade commission governing the jj 
surance industry (7.9); immunity fy 
anti-trust laws where the purpose oj 
the industry cooperation is to clear y 
unethical practices (6.3). 

AALU members were asked if the 
thought the industry could solve tk 
replacement problem in one or mor 
of three suggested ways. Here are th 
percentages of respondents answer 
ing “yes” to each: closer ceoperatin 
among companies (36.5); an educz 
tional campaign involving  sendix 
each policyholder a standard brochw 
prepared by the industry (22.2); a 
educational advertising campaign it 
newspapers and magazines (22.2). 


Additional Suggestions 

Some interesting comments wer 
elicited by the question asking mem 
bers to suggest additional ideas. Her 
in condensed form, are some of th 
comments: 

“TI don’t believe there really is: 
problem: This is just a cover-up fo 
company failures to meet their socid 
obligations to their policyholders.” 

“I don’t believe business morality 
can be legislated. Any attempt bring 
the government closer to our busines. 
The government is too close already. 
In any other business replacement i 
considered competition. Who consit- 
ers it immoral for a 1959 car owned 
who really can’t afford a car to be pet 
suaded to trade it in on a 1961 model 
Economically it is to his best interes 
to drive the old car five years or long 
er.” 

“Stop giving out licenses to every 
one who can sign his name. Stop a 
false advertising by agencies and com 


» Service Guide» 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. 


Chicago 2, Hil. 
Financial 6-9792 





not likely 
misrepres' 
“The i 
large has 
rangeme 
purchase 
out inves 
extent th 
mortality 
er, there i 


ment str 


ture, ins 


changes 
dicates is 


presiden 
the spea 


The t 
will be 
Cash?” 








Junc: 24, julie 24, 1961 


















wers ving it replaced.” 
atages of “from a life insurance man’s view- 
” on the fll int, it seems to me that the man 


u think 4 ho has four children and is spending 
St could | to $500 annually on endowments 
ion” prov; for education and only $200 on insur- 
d_ establig mce on his own life has been injured 
andards ifs least as seriously as he would be by 
(71.4); moll, replacer.” 

ent for fall “There should be a marriage be- 
lacement tween the insurance and investment 
Ities agai fields so that advisers’ incentives and 
OVide ingyll facts are in balance.” 


“qual “i cites Life Inconsistencies 


oOssible “Only the life insurance industry of 

d power ‘Ball fields of investment says to the in- 

Nce dena vestor, ‘Once you take a_ contract 

npanies jf with us it is sacred, you must never 

Zents yng change it, or give it up on pain of fi- 

); req Tnancial penalties. Furthermore, any- 

1ld not gone Who advises you to make such a 

mission gy change is by that very advice branded 

agent oth as @ malfeasor and subject to legal 

be paid penalties.’ This is pure nonsense. A 

m state pf man has the duty to review his invest- 

erning tg ment portfolio from time to time and 

compan make such changes as he deems to be 

- for maj in his best interest. The penalties built 

Nages jy into the insurance contract to prevent 

sderal fg such changes are merely one more 

g the jg factor that he must consider when 

nunity fg ance he feels the change will benefit 

urpose gf factor that he must consider when 
© clear yy ance he feels the change will benefit 
him, he makes it. Remember, we are 
ed if thd talking about a sophisticated person, 
solve ti not likely to be hoodwinked by simple 
» Or morf misrepresentation. 
re are tj “The insurance industry by and 
answe large has set up a gigantic tie-in ar- 
operating Tamgement whereby a man cannot 

n edug§ purchase permanent insurance with- 

sending out investing his own reserves. To the 

brochuf extent that this is called for by rising 

22.2); a mortality charges as a man grows old- 

paign if er, there is no help for it. ; 

2.2). “However, around this actuarial fact 
the industry has erected its invest- 
ment structure. The picture has been 

its werf so distorted that the investment fea- 

1g memg ture, instead of being incidental to a 

as. Herel soundly worked out program of insur- 

2 of th ance, has become the central feature 
of the entire arrangement. 

lly isaf “That insurance should consequent- 

r-up fo ly be reviewed from the point of view 

ir socil§ of its investment value follows natur- 
fs; ally from the above. Any attempt to 
moralijf keep the investor from making such 























t brins§ changes as his business judgment in- 
yusines§ dicates is simply fatuous. 
already. “If the insurance industry wants to 
ment if be competitive in the investment field, 
consid-§ let it offer competitive merchandise— 
> OWnE 
bs A Eugene Badgley To Discuss 
inte] Life Insurance As Charity 
r low! Gift At N.Y.C. CLU Lunch 
every: Eugene D. Badgley, assistant vice- 
top alf President of Equitable Society, will be 
i com the speaker at the annual meeting of 
the New York City CLU chapter June 
28 at the New York University Club. 
The title of Mr. Badgley’s speech 
A will be “Charitable Gifts-Insurance or 
Cash?” 
The chapter will elect officers for 
on 1961-62 during the meeting which will 








begin with a luncheon. 






ES 

v7) Equitable Society in May had its best 
ordinary sales month in its history 

, i i With paid volume of $196,947,723, a 





9.2% increase. 
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not depend on trying to dictate to its 
policyholders. No agent could replace 
a policy unless the policyholder felt it 
was in his best inierest. In my opin- 
ion. malpractice on the part of the 
field force is responsible for a very 
minor part of replacement business. 
“Rightly or wrongly, foolishly or 
wisely, the investing public is turning 
to other media for long-term invest- 
ments and is insisting that the insur- 
ance industry provide more insurance 
and less investment in its offerings. 
This is the heart of the so-called re- 


placement problem. The rest is hot 
air.” 

Says another respondent: 

“I am licensed in both mutual funds 
and life insurance. I have attended 
many sales meetings conducted by 
mutual fund organizations, several of 
these by fund organizations which also 
own life companies. I have been 
shocked at the lack of sincerity on the 
part of the national heads of these or- 
ganizations and at the free rein and 
actual encouragement that is given to 
their representatives to murder the 
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cash values of life insurance, not just 
through borrowing for investment, but 
through surrender and _ replacement 
with reducing term. 

“IT believe it would serve the pur- 
poses of the life insurance industry if 
no one could hold a license on both 
mutual funds and life insurance. The 
two ideas are compatible, but only in 
the hands of ethical representatives. A 
part-time mutual fundist posing as an 
estate planner and life insurance man 
can do nothing but harm to the life in- 
surance industry.” 
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THE TRUE PICTURE 
OF NET COSTS 


1946 


(15 YEARS) 


1991 


(10 YEARS) 


1961 


POLICY 
ISSUED 


AGE 


Performance vs. Projection 


How much better did the clients of National 
Life agents fare in ordinary life sales 20, 15, 
10 years ago in terms of net cost? Here is 
National Life’s performance record: 


ACTUAL NET COST PERFORMANCE VS. 
PROJECTION (OL PER $1,000) 





35 


20% less than projected 





45 


8% less than projected 





55 








10% less than projected 





35 


34% less than projected 





45 


20% less than projected 





35 








11% less than projected 





35 


34% less than projected 





45 


247% less than projected 








35 





projection, based on 


16% less than projected 


OVER THE YEARS National Life’s liberal dividend prac- 
tice has placed the Company among the very foremost 
low-net-cost companies in the country. The following 


our 1961 dividend scale, which 


is not guaranteed, shows net costs over 20, 15 and 10 


year periods. 


PROJECTED NET COSTS PER $1,000, BASED ON 
ORDINARY LIFE, MALE, $25,000 POLICY. 

















Age 20-Year Projection 15-Year Projection | 10-Year Projection 
35 $ 28.92* $ 1.08* $ 14.50 
45 $ 31.07 $ 41.44 $ 43.14 
55 $190.06 $156.93 $120.54 

























*Net Gain 


National Life of VERMONT 
Insurance Company 


FOUNDED IN 1850-..A MUTUAL COMPANY... OWNED BY ITS POLICYHOLDERS 


Montpelien 
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Underwriting Rules Reflect World Tension 


(CONTINUED FROM PAGE 5) 
United States, and the life insurance 
on Americans doing routine jobs there 
is usually available at no extra premi- 
um. 

But in Algeria or some similar Af- 
rican trouble-spot, an insured might 
have to pay as much as $10 a year ex- 
tra for every $1,000 of life insurance 
coverage—if he could find a life com- 
pany to take the risk. 

The political situation changed so 
quickly in many parts of the world 
that life companies are constantly re- 
vising their rates on foreign travel. 

For instance, Cuba was considered a 
relatively safe country according to a 
schedule published by a typical com- 
pany about a year ago. At that time, 
Americans going to Cuba could get life 
insurance at an extra rate of $2 per 
$1,000 of coverage, or perhaps at no 
extra premium whatsoever. Today, 
however, the same company will not 
write a policy on anyone going to 
Cuba. 

Laos, the Congo and Red China are 
also considered “out of bounds” for life 


insurance by most companies. 

Israel, on the other hand, has been 
taken off the “out of bounds” list. Un- 
til a few years ago, virtually no U.S. 
life insurance company would write a 
policy on Americans going to Israel. 
Today, an engineer going to the hin- 
terlands of Israel could probably ob- 
tain life insurance at a minimum extra 
rate of about $2 per $1,000. A salesman 
assigned to the Israeli sector of Jerus- 
alem might obtain a policy at no extra 
premium. 


Normal Relations Required 


Life companies in the U.S. hesitate 
to write policies on Americans travel- 
ling to countries where the U.S. does 
not have normal relations. Americans 
going to Russia or Iron Curtain coun- 
tries of eastern Europe can usually ob- 
tain life insurance coverage at no ex- 
tra charge, if they are travelling for a 
specific business purpose. For in- 
stance, a technician, stenographer, or 
bank executive would likely have no 
difficulty in taking out a policy. 

In many parts of Latin America, 
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SETTLEMENT OPTIONS 


State Mutual’s Settlement Options are very flexible. Our liberal 


features make your selling job 


especially where individually-tailored planning is required. 


Joint and survivor annuity options contractually guaranteed « Right may 
be given to beneficiary to change from one option to another + Benefi- 
ciary given up to one year to determine manner of settlement + Benefi- 
Ciary or owner may designate any natural person to receive payments « 
Surrender values may be placed under options after five years « A part 
of proceeds may be placed under a settlement option - Proceeds may be 
paid under a combination of options - Beneficiary may repay indebted- 
ness « Interest income under option C for benefit of minor may be ac- 
cumulated at interest compounded annually « Corporate or fiduciary 
claimants may elect certain options for periods up to 10 years. 


Liberal Settlement Options help to give State Mutual a competitive 


edge. And they’re just one part of 
better approach to the sale of life 


For more details, contact our nearest office or write us direct. 
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Asia and the Middle East, the extra 
charge for life insurance coverage is 
higher for remote, out-of-the-way 
places than for larger cities. The extra 
charge is also higher in the tropics 
than in non-tropical areas. 


Rating Scale 


For example, a typical life company 
might charge $2 extra per $1,000 of 
coverage for an office manager as- 
signed to Lima, Peru; $5 extra for the 
rest of Peru, and as much as $10 extra 
for a geologist undertaking an expedi- 
tion in the Peruvian Andes mountains. 

A truck mechanic going to India 
might pay $3 extra if stationed north 
of the Tropic of Cancer, but $5 extra if 
stationed in southern India, where the 
climate is less desirable. 

There is normally no extra charge 
for Americans going to the European 
sector of Turkey, but a mining engin- 
eer going to the Asiatic sector might 
have to pay an extra premium of $2 
or more per $1,000 of life insurance. 


Tokyo Rated Standard 


Tokyo and other major cities of Ja- 
pan are rated as standard by most 
companies, but there is a small extra 
charge for more remote sections of the 
Japanese islands. 

Australia and New Zealand are con- 
sidered entirely safe, and routine trav- 
el to any part of either country nor- 
mally involves no extra life insurance 
premium. 


Cincinnati A&H Assn. 
Names Temple President 

Cincinnati Assn. of A&H Under- 
writers has elected David B. Temple, 
Massachusetts Indemnity & Life, pres- 
ident, succeeding James H. Malone, 
Mutual Beneift H. & A., who becomes 
chairman. Other officers named are 
Martin W. Collins Jr., Monarch Life, 
vice-president; Edward J. Hanlon, 
W. R. Dignan Associates, treasurer; 
Lillian Drake, Mutual Benefit H. & A., 
secretary. 

Speaker at the election meeting was 
Benjamin F. Jones, regional sales vice- 
president Monarch Life, Cleveland, 
who discussed causes and cures relat- 
ing to “call reluctance,” a sales occu- 
pational “disease” that affects activity 
at the point of sale. 


All American L.&C. Gains 


All American L.&C. at the end of 
the first four months had paid life pre- 
miums of $1,620,000 compared to $1,- 
106,564 for the same period last year. 
Paid A&S premiums came to $1,720,- 
000 as against $1,483,390. Life in force 
was $219 million compared to $160,- 
481,833 and total premium income was 
$3,412,477, up 31.8%. 


State Mutual's Total Life Sales 


Gain 30% In First Five Months 
Total life sales of State Mutual Life 
during the first five months were 
$220,219,000, an increase of 30%. The 
gain was mainly due to group life sales 
which totaled more than $134 million. 
Estimated annual new premiums and 
deposits for all forms of group insur- 
ance were up almost 80%. Individual 
life sales set a record in May. 
Detroit Insurance Women Elect 
Detroit Life Underwriters women’s 
group has elected: Freda M. Cronk- 
right, New York Life, president; Rena 
T. Kanter, National Life of Vermont, 
1st vice-president; Gertrude E. Moder, 
Massachusetts Mutual, 2nd_ vice- 
president; Helen Scammell, Pension 
Funds Co., secretary, and Margaret 
McEvoy, Manhattan Life, treasurer. 
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Leading Heart Ils ALU 
Killer Statistical:y T' ... 
Is Arteriosclerosis ams 


Arteriosclerotic heart disease, 4" viding | 
cluding coronary disease, is respongsjyAh ins' 





















for more deaths in the United Stam ired 

than all other types of heart diseagg, vities. 
combined, according to statisticians 4 ast majo? 
Metropolitan Life. who 







The disease varies in relative jp 
portance in the major segments of 4 
population, the statisticians point g, 
Arteriosclerotic heart diseases accopfNo Justific 
for almost four-fifths of all heart gf «There 
ease deaths among white males, fof: ctificatio 
two-thirds of those among white 4 compete 1 
males, for slightly over half of thofindustry i 
among nonwhite males, and slighth#inese vete! 
less than half among nonwhite female ine gover™ 

The proportion of deaths ascribed; segments 
this leading type of heart disease inf clling 
creases with advance in age, the rigfjothing, | 
being particularly rapid during ear “There | 
adult life. For example, among whitfijife insuré 
males somewhat over half of all heafiihousand © 
disease deaths at ages 25-34 are of thfling NAL 
arteriosclerotic type, the proportion in.fipers) whe 
creasing to nearly 80% at 35-44 yeanfio satisfy 
and to about 85% in the 45-64 aga these vete 
range, after which it decreases mojfable price 
erately. This pattern holds true for oth§ Mr. Bi 
er segments of the population exceyfiviews we! 
nonwhite females, where the higheg#House vet 
proportion is among the 75 and ovyef§committee 
age group. when it 1 


Hypertensive Heart Disease pending 


House con 

Second in numerical importance j§ Other 
hypertensive heart disease, whicd#puchanan 
causes only 7% of all heart fatalitis§ pills were 
among white males, and about twig Not | 
that proportion among white femals oes | 
It is of relatively much greater im. 1. The 
portance among nonwhite persons, g.§ taxes, wh« 
counting for a little more than one§$6 out of 
fifth of all heart disease deaths amon§come is p 
females. companies 
Although the mortality from rhey.§ taxes and 
matic heart disease was much highe§status 81 
a generation ago, it still ranks as a ma. § highly su 
jor cause of heart disease fatalities ing cidedly ut 
childhood and early adult life. 2. To t 
Most of the cardiac deaths among the NSLI 
infants and young children are of con- buying N 
genital origin. Congenital heart diseas § insurance 
takes so large a death toll in infaney§ ements 
that the mortality rate from heart dis J that they 
ease as a whole under age one is high-§ ‘eived ft 
er than that for any other age grow§ With rest 
under age 45. In ad 
The current pattern of heart diseax§ Would als 
mortality with respect to type does nog ‘hat othe 
appear likely to change materially ing ved fro 
the near future, the Metropolitan stat § msurance 
isticians conclude, and unless there an § ‘Ved. on 
major advances in the prevention ani In his 
treatment of arteriosclerotic heart dis said _ 
ease, and more particularly coronary  igg 
artery disease, this type will remain xe 
the dominant item in the heart diseae§ [ss these 
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Two Travelers Executives 
In Company Plane Crash 


Two Travelers executives—Caroll B. 
Foster, auditor, and James C. Smith, 
vice-president, underwriting—wer 
injured when a plane leased by the 
company crashed during take-off a 
Rentschler Field, East Hartford. Als 
injured in the crash were their wivé 
and a pilot and co-pilot. 

Messrs. Smith and Foster and theit 
wives were reported to be in “satis 
factory to fair” condition at H 
Hospital, but the ‘two pilots, Ra 
Chesley and Dennis Matthew, were il 
“serious” condition. 

Mr. Foster is also auditor of Trav 
elers Indemnity and of Charter Oak, 
Travelers’ fire insurance subsidiary. 
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ir WALU Speaks Out Against Reopening NSLI 


(CONTINUED FROM PAGE 1) 
mphasized that NALU has never ob- 
vated to the federal government’s 

viding life insurance for veterans 
oof insurability has actually been 
hited Statg impaired by service-connected dis- 
art diseag pilities. He noted however that the 
tisticiang y st majority of the millions of vet- 
ans Who would be affected by the 

ctment of the pending bills do not 
1ents et : 

S Of thd fall into this category. 

5 € ); 
in ‘aa No Justification, Says Buchanan 


l heart dj “There is no more necessity or 
Males, fyfliystification for the government to 
; White &fompete with the private insurance 
If Of thoy industry in selling life insurance to 
Nd slighthfinese veterans than there would be for 
ite femalaflihe government to compete with other 
ascribed yegments of private enterprise by 
disease inf pling these veterans their food, 
e, the rigfothing, autos etc.” he said. 

ring ears “There are over 1,400 legal reserve 
10Ng whity life insurance companies and tens of 
f all heapflthousand of full-time agents (includ- 
are of th§ing NALU’s more than 80,000 mem- 
portion in.fjers) who are ready, able and eager 
5-44 yeanlig satisfy the life insurance needs of 
45-64 agithese veterans at completely reason- 
ases mojffable prices.” 

ue for oth’ Mr. Buchanan noted that these 
ion excefiviews were apparently shared by the 
ne highey#House veterans affairs insurance sub- 
and ove—committee on four previous occasions 
when it rejected bills similar to the 
pending legislation, and by other 
House committees and subcommittees. 
Other arguments raised by Mr. 
Buchanan against the above NSLI 
bills were: 


Does Not Pay Taxes 


1. The NSLI program does not pay 
taxes, whereas the equivalent of about 
$6 out of every $100 of premium in- 
come is paid by private life insurance 
companies in federal, state and local 
taxes and fees. Thus, this tax-exempt 
status gives NSLI an indirect but 
highly substantial subsidy and a de- 
cidedly unfair competitive edge. 

2. To the extent that a revival of 
the NSLI program resulted in veterans 
buying NSLI in lieu of private life 
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t diseay § insurance, federal, state, and local gov- 
1 infaney ernments would lose the tax revenue 
eart dis-J that they would otherwise have re- 
is high- ceived from the private companies 
Ze group with respect to this lost business. 
In addition, these governments 
t diseas§ Would also lose the income tax revenue 
does not that otherwise would have been de- 
rially inf tived from the commissions that life 
tan stat § insurance agents would have re- 
here ar§ ceived on this same business. 
tion ang I his statement, Mr. Buchanan 
sart dis § S8id NALU was also opposed to cer- 
-oronary tain pending bills to reopen the sale of 
remain§ NSLI to service-disabled veterans un- 
- disease less these bills could be amended to 
cover only those veterans whose dis- 
abilities are such as to render them 
a Premium Taxes Rise In 
aroll 2) Conn., Kill Bill In R. I. 
Smith} In Connecticut the legislature in- 
3—welt § creased the premium tax on fire and 
by the# casualty insurers from 2 to 2.75% and 
-off af on life companies from 1.75 to 2.5%. 
d. Als However, these tax increases are ap- 
r wiv} plicable only to domestic companies. 
_ | This was done to avoid retaliation by 
d thet} states with such laws. 
“satis {An increase in the premium tax from 
artfori | 2 to 3% was vetoed by Gov. Notte of 
, Ray} Rhode Island. He had sponsored the 
vere lf measure. However, insurance interests 










of the State vigorously protested and 
Pointed out that most of the other states 
to the country have retaliatory pre- 
mium tax laws. 
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uninsurable by private insurers at 
standard rates. 

Mr. Buchanan also criticized as un- 
sound another bill which would in 
effect make it unnecessary for World 
War I veterans owning term policies 
of United States government life in- 
surance to continue paying premiums 
for their insurance after reaching age 
65. 

He pointed out that this particular 
bill would give the veterans involved 
something for which they had not 
paid, discriminate against those USGLI 
policyholders who had been prudent 
enough to convert their own term in- 
surance to permanent plans, and lead 
NSLI term policyholders to insist on 
being shown the same favoritism. 


National Travelers Life Reports 
National Travelers Life of Des 
Moines reports new issued and paid- 
for life business during 1960 was $65,- 
963,699 and premium income for A&S 
insurance $4,477,040—the largest in- 
creases in any one year in the com- 
pany’s history. Assets as of Dec. 31 
were $32,276,467. Other highlights of 


the year’s operation: Death benefits 
paid, $982,217; A&S claims paid, $2,- 
214,266; dividends paid to  policy- 
holders, $430,011, and payments to 
policyholders and beneficiaries, $3,- 
986,983. 


NW Mutual Pay Hike Misstated 

An item in the June 10 issue re- 
porting a negotiated pay increase for 
1,540 Northwestern Mutual home 
office employes indicated that clerical 
workers’ salaries range from $120 to 
$144 a week. This was incorrect. The 
$120 to $144 range is the amount of 
annual increase payable under the 
new contract, the specific increase 
for each employe depending on what 
he had been getting. 


Supreme Life of Chicago will present 
a $500 scholarship award to Miss Di- 
ane Nash, a member of the Freedom 
Riders, at its 40th anniversary banquet 
Aug. 16. Miss Nash interrupted her 
studies at Fisk University for a year 
to join the Freedom Riders movement. 


Donald W. Garner, Jerry City, O., 
was top producing agent during May 
for Gleaner Life of Birmingham, Mich. 
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Volume Savings 
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PROVIDENT LIFE ¢ ACCIDENT * SICKNESS 
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Higher first-year cash values 

Low non-participating premiums 

Net conversion guarantees 
Continuation of insurance at retirement 
Automatic issue underwriting 
Individual policies or master contract 


Complete disability income coverage 
High return on auxiliary investment funds 
Complete range retirement income rates 
One-Year term insurance 


HOSPITAL ® SURGICAL e MEDICAL 





Frank P. Samford Sr., chairman of 
Liberty National Life, right, accepts 
honor certificate of Freedoms Founda- 
tion of Valley Forge from Pelham J. 
Merrill, justice of the Alabama su- 
Ppreme court, in ceremonies that were 
telecast throughout Alabama. Liberty 
National received the award for its 
Statue of Liberty project, a bronze 
and steel replica of the statue. Situat- 
ed on top of the home office building, 
the statue weighs more than 20,000 
Pounds, stands 31 feet high, is one- 
fifth the size of the original and is 
the largest replica in existence. 


WITH 
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(CONTINUED FROM PAGE 4) 
the older ages even more rapidly. This 
is the best and most direct preventa- 
tive market against government inter- 
vention and hence perhaps ultimate 
loss of a major market. And who can 
feel any degree of confidence that 
once federally controlled health care 
is established for the aged that it will 
not be expanded to all ages? And after 
health insurance, how about life in- 
surance? 


Some Would Surrender 


“While there are some who would 
gladly surrender the health insurance 
over age 65 market to some govern- 
ment plan in exchange for non-inter- 
vention elsewhere, it isn’t that simple. 
Most experts feel that surrender over 
age 65 would only be a first step to- 
ward total loss of the entire A&S field, 
regardless of assurances otherwise.” 

The problems will not go away if 
the insurance people simply shut their 
eyes to them, he continued. There are 
many aged without adequate medical 
care protection; the aged do need to 
see the doctor more often than younger 
persons do—6.8 as against 4.8 visits a 
year in fact; medical care costs for 
those over age 65 are twice as much 
as for the younger individual. While 
these facts in themselves are compell- 
ing, they do not prove that the aged 
are less able to pay for needed medi- 





Dodson Speaks On Health Care For The Aged 


cal protection than others. Some stud- 
ies actually indicate the contrary. 

Mr. Dodson cited an article by the 
credit manager of Bellin Memorial 
Hospital of Green Bay, Wis. The man- 
ager classified all delinquent hospital 
bills for the past two years. Those 
over age 65 were less than 15% of the 
total; maternity cases exceeded 20%, 
and all others were 65%. All .delin- 
quent accounts over the past 23 years 
indicated that maternity patients were 
four times as frequently represented 
on the non-payment list as patients 
over age 65. 

While oldsters made up about 14% 
of all accounts, they constituted less 
than 5% of those not ultimately col- 
lected. While this is just the experi- 
ence of one hospital, Mr. Dodson 
doubts if there is any body of evidence 
which would show that those over 65 
are less able, as a group, to pay their 
hospital bills (or have them paid for 
them by their families) than those of 
lower age. 

“We are dealing with a very sensi- 
tive and hot political issue, for who 
can say he is not concerned with the 
aged’s welfare?” he wondered. It is 
even difficult to argue with some of 
the apparently trite statements of the 
government program sponsors. For 
example, Wilbur Cohen, assistant sec- 
retary of Health Education & Welfare, 
recently stated: “The need to establish 
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Life company presidents and ALC officials at the Chicago agents’ any 
meeting. From left: W. Lee Shield, executive vice-president ALC; E. E. By fnere 
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lard, president All American L. &. C.; Charles G. Ashbrook Sr., presideypid. “They 


North American Life of Chicago; M. 
Life; Spencer R. Keare, president Federal Life of Chicago; Howard C. R 
president Continental Assurance; William J. Kuhfuss, president Country 
and Ralph H. Kastner, general counsel of ALC. 
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some public mechanism through which 
aged persons can find the means for 
meeting their health care requirements 
is universally accepted.” 

At first glance, this statement seems 
innocent enough, said Mr. Dodson. He 
holds, however, that the need for a 
public mechanism is not universally 
accepted, “and I refer to even more 
public mechanism than we already 
shall have when Kerr-Mills is imple- 
mented,” he emphasized. 


Tells Need For SS Mechanism 


The assistant secretary also con- 
tends that health care is not likely to 


‘be met solely by private insurance, 


since the heavy use of medical care 
services and facilities by aged persons 
would necessitate a premium level 
which most aged could not afford. “Mr. 
Cohen therefore suggests the use of 
the social security mechanism as a 
means of spreading over the working 
years the cost of health services for 
old age,” Mr. Dodson said. 

“But doesn’t the private insurance 
system also provide a means for level- 
ing costs and enabling the buyer to 
pay his premiums during the working 
years? What he is really contending 
is that one must have compulsion to 
provide for his old age medical care 
needs. If this is true, and I contend 
that it is not—at least for the vast 
bulk of our citizens—then it could 
likewise be contended that we require 
compulsion and govermental persuas- 
ion to do a variety of other things 
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for taking care of those individuals” 

Mr. Dodson feels that the Kerr-Milk 
legislation should be implemented by 
the states. Under this legislation, th 
federal role is to encourage the states 
to adopt certain reasonable standards 
so that grants-in-aid to the state 
might be available. The cost to the 
federal government is borne out of 
general revenues. He noted that the 
bill would not be effective unless and 
until it has been implemented by en- 
abling legislation in the states wher 
it is necessary. 


Little Help Given 


At the present time only a minority 
have taken the necessary step. Thus, 
those who are demanding an all-fed- 
eral program of medical benefits for 
the aged, tied to the OASI system { Propo! 
have been furnished additional am-{.~ 
munition, he declared. “It is sincerely f ag 
hoped that more states will rapidly oe 
implement the Kerr-Mills bill, so that 
it may become a universal means for 
supplying the aged’s health care needs. 
Most of us think that it will work ifit 
is given the chance to work. And being 
based on need and being devoid of 
compulsion, it is not contrary to the 
voluntary approach solution we favor. 

“If, then, the Kerr-Mills legislation 
would solve the health needs of those 
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who really require such benefits and With 
are unable to afford them through hold 
voluntary: channels, why are _ there Olde! 
such strong pressures for the King- and ¢ 
Anderson bill sponsored by the pres half-c 
ent administration? Many favoring the lll 
latter contend, and some perhaps hon- 
estly believe, that health care benefits ability 
should be available as a matter of both i 
right regardless of need—that a meals 
test is degrading to those who must : 
apply for benefits. Other proponents | Joina growi 
candidly indicate that they are seeking rome in 
to establish a legislative principle | holders and 
which, once established, may be ex tewarding ci 
panded to the bulk of the population aS 
later. tancellable a 
“These sponsors openly admit that | renewable di 
socialized medicine is unavoidable and teh ft 
perhaps desirable. Others disclaim 4) | yet with jibe 
desire for socialization of medical serv- | renewal com 


ices, but would not deny that it is the 
‘foot in the door’ which may be the 
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law, the social security tax would have 
to be increased to provide them, he 
declared. “Most of our voters are total- 
ly unaware of the increases which 
already will be required in the future 
just to provide already promised old 
age and survivors benefits; nor do they 
realize that each generation of aged is 
having its benefits provided by tax 
monies collected currently from pres- 
ent-generation tax-payers. Social se- 
curity is not funded on a level premi- 
um basis with which we are so famil- 
iar.” 

Suggests What Can Be Done 


As to what the insurance industry 
in opposition to the King-Anderson 
bill can do about it, Mr. Dodson sug- 
gested: 

—Provide as much encouragement 
as possible for prompt and complete 
implementation of the Kerr-Mills leg- 
islation. “It can’t work if never given 
a chance. Even if we have health 
care under social security, we’ll still 
need Kerr-Mills or similar assistance 
for those not covered.” 

—The insurance industry should 
continue to study and pursue all pos- 
sible solutions which utilize private, 


voluntary means. 

—uUse imagination. Every suggestion 
needs to be carefully evaluated be- 
cause any might contain the germ of 
an idea which would help solve the 


problem. 
—‘‘Try to educate those with whom 
we come in contact” . . . Try to separ- 


ate from men’s minds the emotionalism 
which surrounds the subject and help 
them to see the whole problem in the 
proper perspective. 

“So many of our friends have been 
so busy studying the currently pro- 
posed solution—the King-Anderson 
bill—that they have never really con- 
sidered other solutions. Many of our 
aged see only the immediate benefit 
side, and in all honesty we must real- 
ize that, human nature being what it 
is, this is only natural. But the long- 
range effects on our country must be 
carefully considered by the voters and 
by Congress—both from the benefit 
side and, more importantly, from the 
financing viewpoint. Fortunately, there 
are many legislators who will listen 
attentively to an alternative solution 
along lines which would tend to reduce 
federal bureaucracy rather than in- 
crease it,” Mr. Dodson concluded. 











He Needs Two 
Income Loss Plans! 


A professional man or sole proprietor needs 
two disability income plans. 


One for family living expenses. Another to help pay 
business overhead (rent, salaries, utilities). 


To fill this second need, Occidental introduces a new 
Overhead Expense Plan. It offers these advantages: 


* The low premium is tax deductible. 
* Guaranteed Renewable to 65 (60 for women). 
* No premium increase, except on a class basis. 


This plan bases benefits on business expense, 
rather than on the earnings of the prospect. 
(Thus, his personal plan won’t limit his benefits 
under our new policy. ) 
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p in that direction. Many would these same proponents argue that the 
‘that socialized medicine is re- Kerr-Mills provisions are otherwise 
t and would injure our high inadequate. If adequate for those not 
of medical service; yet some under social security, why provide 
honestly believe that the benefits to everyone, regardless of 
-Anderson bill contains ample need, who is under social security? he 
ds making it sufficiently pala- queried. 
for them to support.” In answer to proponents of the 
3 SP Of Bill King-Anderson bill that it is a “mild” 
any stons » bill, providing no doctor services and 
f, Dodson listed the provisions of containing sufficient safeguards to 
-King-Anderson bill, as well as prevent overuse of other provided 
ent Kennedy’s statements on it services, Mr. Dodson wondered if these 
his message to Congress, including supporters honestly believe that this 
thought that the system would be bill would be the end of the road. “We 
pporting and would not place can examine every other major social 
purden on the general revenue. measure passed by government and 
nts’ rts in our industry and else- find that continued expansion and 
E. E. Ba. dispute this statement,” he tendancy to encroach upon private 
, pres id. “They feel sure that the costs enterprise is the usual pattern... 
o Na ye been greatly underestimated.” Once health care benefits for the aged 
C.R speaker also noted that that the become part of the social security sys- 
untry nt proposal excludes the services tem, I would expect pressures to de- 
ormed by physicians “probably to velop to include doctor services, to 
their opposition to it.” extend the availability of benefits be- 
Solved by While President Kennedy said that low age 65, to liberalize the payments 
e thro King-Anderson bill constitutes a all along the line, to prescribe more 
th insyp. m of prepayment of health costs and more ‘what and how’ all medical 
ith absolute freedom of choice guar- and hospital services should be avail- 
VaYS be apteed,” Mr. Dodson contends that the able.” ; 
elow 65 gpiablishment of a reasonable needs Likewise, once the principle of the 
I Will post as provided in the Kerr-Mills bill benefits at any given level becomes 
1 care, hygpesn’t mean that applying for benefits 
r-indigensf degrading or repugnant. “It may be Musser Reappointed In Ore., 
10t repregupleasant to apply for financial as- 
se of oyppiance, but isn’t the very thought of Dawson Named Deputy 
e already pssible future unpleasantness the ma- . " 
measur stimulus for the purchase of life Gov. —— of ps: gene a, 
viduals” psurance, and health insurance—for pointed oh esos agi . aa pone 
cerr-Mipving some savings available for a Mag A ee ee Sere 
* 9” . 
ented by vad Robert P. Dawson has been appointed 
— the fen’t Need Benefits deputy commissioner of Oregon. He 
tania Also, a large number of older people Will handle casualty and surety filings. 
1e statspnt need the benefits provided by Mr. Dawson has had insurance ex- 
‘t to the # King-Anderson proposal, Mr. Dod- perience beginning in 1946 when he 
‘ “ . joined U.S.F.&G. at Portland as cas- 
> out off" pointed out. “For the federal gov : 
that thegument to pay unneeded benefits to a ualty superintendent. In 1950 he went 
less ani pustantial segment of its population with Lamping & Co. general agency as 
i by eng merely another form of redistribu- casualty underwriter and co-manager 
ae of wealth—a form which looks to for Oregon, and in 1957 he joined 
: i iali andar ccident as field representa- 
. like more socialism than what we Standard Accident field t 
ould want in this country ... ” tive in Oregon. For the past two years 
He further remarked that since the he has been special agent in Oregon for 
minority ing-Anderson bill covers only those Maryland Casualty. 
p. Th igible for social security or railroad — 
all-for irement benefits, it will not cover a Northwestern National, with record 
efits for bstantial part of the aged, many of ordinary sales of $20,414,297, in May, 
system, hom have a genuine need for health was 40% ahead of the same month a 
nal am. ee Proponents of the bill contend year ago. Total ordinary sales for the 
incerely is group can get the required aid first five months are $92,920,693, an 
rapidly m the Kerr-Mills legislation. Yet increase of 32%. 
so that 
2ans for 
e needs. 
ork if it 7 
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=|  Half-Century of S 
‘all ait-Ventury oT service 
f those 
nro With a continuous record of growth through service to policy- 
thee holders and agents during our first fifty years, Illinois Mutual Life 
King} and Casualty Company looks forward confidently to a second 
ing the half-century of progress and success. ge. ; 
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yenefits ability, Income, Hospital and Major Medical insurance issued on 
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ponents 1 : growing progressive 
eeking ustry leader providin : 
inciple | Sulit for its policy- . Protecting your future 
incl holders and financially is our tradition 
‘aia | gee i 
lation » Ask a nois 
” = _ on . 
and guarant 
t tha real diy polis ILLINOIS MUTUAL 
le ‘ith life-insurance-like , = Gg 
matt | Seven Se Life and Casually Company 
fa like 
| Serv- # renewal commissions. 
is the 
e the HOME OPFICE, PEORIA, ILLINOIS * E. A. McCORD, PRESIDENT 





vio 





Without this plan, your client must close up shop 
or pay all his overhead out of his pocket. 
He won’t want to do either. 


Ask for details. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 





Editorial Comment 


An Experiment That Deserves To Succeed 


The plan of insurers that write 
health insurance in Connecticut to pro- 
vide citizens of that state 65 or older 
with a program of major medical cov- 
erage is a refreshing relief from the 
political dispute over medical care for 
the aged under the social security sys- 
tem. Here is a practical, well-con- 
ceived cooperative program to meet a 
public need. It is an insurance solution 
to a problem that has attracted wide 
public attention. 

As time goes on, the Connecticut 
plan should provide a great deal of 
facts and statistics that are needed in 
an area that in recent times has been 
plentifully supplied with few figures 
but with many charges and counter- 
charges, opinions and assumptions, and 
just plain political heat. 

As William N. Seery of Travelers, 
speaking for Connecticut companies in 
support of the bill before the state leg- 
islature, said, individuals over 65 can- 
not generally buy major medical. 
Though 660,000 citizens of the state 
have it, many do not. Also, he pointed 
out, many of them can and want to 
pay for it. It is to fill this need that the 
companies are acting. 

Individual insurers have not moved 
aggressively into this field with major 
medical because of so many unknown 
factors, in addition to the large poten- 
tial liability. The companies have 
formed a voluntary association to pool 
their experience and underwriting ca- 
pacities to experiment and develop the 
coverage for older people. The program 
will be operated so that any excess of 


premiums over losses, expenses, and a 
small risk charge will be used for the 
people insured. 

Basic hospital-surgical benefits are 
available to those who do not have 
them. On top of this is the principal 
coverage, major medical, which is of- 
fered in a high and a low option. There 
is a $100 deductible, coverage of up to 
$2,500 a year, with a maximum of $10,- 
000 under the high option during the 
individual’s lifetime. 

Preliminary estimates of monthly 
rates are $7.50 for low option major 
medical only, $10 high option major 
medical only, $14.50 low option plus 
basic hospital-surgical, and $17 for high 
option major medical plus basic hos- 
pital-surgical 

The individual’s coverage will not be 
cancelled unless the plan is discontin- 
ued for all members. However, it is 
not anticipated that the plan will be 
discontinued unless a federal or state 
program is enacted which makes con- 
tinuance impractical. 

The Connecticut program is signifi- 
cant in bringing the talent and 
resources of private insurance to bear 
upon a serious problem where it ori- 
ginates, locally, in a way that should 
enable a great many persons to do what 
they would like to do, help themselves. 
It will be surprising if this experiment 
does not produce good, solid facts 
which everyone will be glad to trade 
for the opinions and arguments that 
have been flying through the air with 
great velocity—and very little satis- 
faction or enlightenment.—K.O.F. 


Signposts For The Future Of A&S? 


The first report of the University of 
Michigan study of hospital and medi- 
cal economics in Michigan is about as 
encouraging to the health insurance 
industry as any forecast of non-violent 
upheaval can be. According to Prof. 
Walter J. McNerney, who directed the 
survey, the problems which confront 
the voluntary health care system are 
not of “desperation or despondency.” 
He noted a “concern with gaps but 
not with breakdowns.” The question 


is: Can the voluntary system fill the 
gaps along the lines of the McNerney 
recommendations without breaking 
down? 

In Prof. McNerney’s opinion there 
looms a shift in power from the pro- 
vider and financier of medical care to 
the consumer, who “is likely to insist 
on testing schedules, representation at 
policy levels, channels for grievances, 
minimum standards, evidence of qual- 
ity that a layman can understand—in 
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short, he is likely to move into a more 
influential position.” 

The only defense against what he 
called “an unwarranted shift” is to 
“close the gaps sufficiently fast and 
maintain standards of performance 
sufficiently high so that public pres- 
sure doesn’t fill the vacuum and in the 
process take over complete control.” 
Meanwhile, the federal government 
will be watching. 

The gaps Prof. McNerney has in 
mind are in protection for the aged, 
retired and unemployed persons. His 
prescription: Universal coverage, com- 
prehensive benefits and group rates 
for all. Perhaps this tranquilizer will 
soothe the public-patient, but it will 
sure unnerve the dispenser, the in- 
surer. 

Health insurers, the McNerney re- 
port says, “should give some primacy 
to social goals over market consider- 
ations” in developing policies for the 
aged. Specifically, insurers should 
eliminate deductibles or coinsurance, 
low ceilings on indemnity payments 
and exclusions for those over 65. 
“Wherever relevant, the powers of the 
insurance commissioner should be used 
to encourage this development,” the 
report recommends. 

Overstays in hospitals cost $15 mil- 
lion in 1958, the year the report 
covered. Not too surprisingly, the study 
found that the patient paying the 
while hospital bill himself was likely 
to clear out as soon as his temperature 
went down, but the person with other 
sources of payment was apt to stay 
longer. Also, the admission rate of 
those insured for 70% or more of 
hospital expense was twice as high as 
those who weren’t covered. Yet the 
researchers advised that using coin- 
surance and other fiscal controls 
should be “viewed with extreme cau- 
tion” because they are associated with 
low volume of care. 

The McNerney report has set up 
lofty objectives for prepayment plans. 
Many of the recommendations of the 
research team would, if adopted, leave 
insurers defenseless against abuses. 
The researchers seem to have little 
respect for experience rating and the 
function of insurance, and their liberal 
definition of this function comes close 
to dollar-swapping. 

Much of the report is quite logical 
and prophetic but much of it certainly 
is open to criticism. If the study has 
accurately translated the needs and 
desires of the public and has uncovered 
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information that will help iriproye 
system, it will have provided a y 
ble service to all parties inyg 
though not necessarily a comfy 
one to the insurance industry, 
final two sections of the report wy) 
published shortly. Perhaps they 
offer an objective and practical 
to improve the voluntary insy 
system.—R.G.E. 
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Charles R. Tyson 


Malcolm Adon 


announced last week, began his 
ness career with John A. Roebliy 
Sons Co., Trenton, N.J. in 1935, 3 
was elected president in 1944, a pg 
tion he held until Roebling’s mex 
with Colorado Fuel & Iron Cor, Ca 
1952. Mr. Tyson was vice-president; The sello 
Roebling’s until 1957, when he whsyrance s 
named executive vice-president of fition than 

































parent company. He joined Palmer. Ho 
Mutual as_ vice-president in jf & Fc 

Malcolm Adam, who becomes chind Northe 
man, joined Penn Mutual in 1911, fpurt and ' 
was successively assistant supervisitocks adv: 
associate supervisor and supervisor@ith Aetne 
the company’s underwriting opeg points af 
tions. In 1937, he was elected vil Northeas 
president and in 1946 was namiBervices L: 
trustee. He became president in 1MiStock was 
Mr. Adam is a founder and fom@ittle stock 
president of Home Office Life Unig The life 
writers Assn. and is a director and was 1 
former president of the Insurance Fegjig. Frank 
eration of Pennsylvania. Protective 
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report wij) A. McMasters, associate gen- 





APS they wi agent at Los Angeles for Ohio Na- 
ractica) Life, was the recipient of an 
ry insupdbo doctor of laws degree be- 
a by Los Angeles College of Os- 
athic Physicians & Surgeons at 
recent commencement. Mr. Mc- 
ers has been on the college’s 
4 for the past eight years, serving 
yarious committees including the 
mds of the College, which he 
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Deaths 


HARD M. MOORE, 58, group 
.president of Shenandoah Life, died 
oke, Va. He joined Shenandoah 
930, was placed in charge of the 
ington, D.C., agency and, in 1941, 
‘appointed assistant vice-president. 


REVOR D. WEISS, 46, an agent 
“Massachusetts Mutual Life at 
go, died of a heart attack in his 
With the company since 1956, 
qualified for the Million Dollar 
nd Table his second year in the 
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business and in each succeeding year. 
He was captain of the University of 
Chicago tennis team that won the Big 
Ten Conference title in 1934 and 1935. 


CHARLES SUBLETT, national di- 
rector and trustee of Woodmen of the 
World, Omaha, died at Los Angeles. A 
member of the fraternal for 44 years, 
he became a director last December. 
Before that he was state manager of 
California. 


BARON S. BLOCK, 63, general 
agent of Continental American Life 
with offices at Elgin, died in Lutheran 
General Hospital, Park Ridge, Ill, 
where he resided. 


Mrs. ELIZABETH BURGHER, 
wife of Cedric Burgher, president of 
United Fidelity Life of Dallas, died 
after a brief illness. She was the 
daughter of D. E. Waggoner, who 
founded United Fidelity in 1920 and 
was its first president. Her brother, 
D. Easley Waggoner, is 2nd _ vice- 
president. Two sons, Cedric Jr. and 
David W., are also with the company. 


HERMAN DUVAL, 81, Northwestern 
Mutual Life, New York City, who sold 
$75 million during his 56 years with 
the company, died of leukemia. He was 
actively engaged in selling until quite 
recently. 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


944, a ng 
ng’s merg By LEVERING CARTWRIGHT 
on Corp, Cartwright, Valleau & Co., Board of Trade Building, Chicago 


president@ The selloff in the stock market Thursday and Friday failed to jar the 


en he WAsurance stock list. The fire-casualty issues are more sensitive to Big Board 
me of tion than are the life stocks and there were a few fractional dips in the 
ined P 


; er. However for the week there were some plus signs in this department. 
t in & Forster was up 5, North River 2 and Westchester 1. New Hampshire 
omes chigind Northern Insurance each was plus 2. Continental Casualty continued to 
in 1911. Mpurt and was 5 points up for the week. The two Hartford companies whose 
Supervistocks advanced sharply on the Connecticut General decision, reacted, with 
Ipervisor ith Aetna Insurance down 2 and Phoenix off 4. Employers Group declined 
Ing opm points after several weeks of strength. 
ected visi Northeastern Insurance, which has some $23 of market value of United 
vas namiervices Life behind each of its own shares, moved up 2 points to 20% bid. 
mt in IMStock was scarce. American Motorists was a point higher at 20% bid, with 
and fom@ittle stock available. General Reinsurance was up 3. 
sife Und The life stocks were firm to stronger. Kansas City Life leaped 120 points 
rector and was 1,920 bid. Aetna Life advanced 3 and caught up with Travelers at 
irance Fegiig. Franklin Life was 3 points better, Jefferson Standard 2, and Mass. 
Protective 7 at 99. Occidental Life of North Carolina has been quietly moving 
thead and at 7% is almost double its price of six months ago. Washington 
__ §National was in demand and closed the week at 68 bid with no stock offered. 
presidt#American National has been reactionary, dropping to 10% after a recent 
of Virgitigdmove to 12. 
1 —Ihi- 
r of li There is now apparent a waxing of interest on the part of the public in 
e by tifife stocks. This is due in part to a waning of interest in electronics and 
of | Mother glamor situations. Also the publicity concerning the great success at- 
Since tained by Shelby Cullom Davis in selecting and staying with life stocks 
ment@through thick and thin has aroused widespread ambitions among others to 
t of go out and do likewise. The Chicago Tribune had an especially good inter- 
Binla@#view with Mr. Davis in London in which he told how he got started and 
Henle formulated a policy from which he has never deviated. Brokers say that 
chairm@ they are besieged with inquiries from customers on insurance stocks and 
nvestie most of these investment people feel ill-equipped to give advice. Many such 
e inquiries have been steered our way and to others who are familiar with 
the field. Mostly they ask for “growth” recommendations and ask for the 
crystal ball to say which ones will outstrip the market in the next two years 
or even 10 years. After the last six months, advance which is a sense has 


it Nor been a rapid compensation for five years of sluggishness and reaction, many 


ee “a of the issues might be said to be fairly priced today. A further spectacular 
Je. advance would seem to be unwarranted and the current crop of discoverers 
de. of insurance stocks might become disenchanted. Many of those who say they 
are looking for “growth” situations are at heart looking for something to 
€ Prue double day after tomorrow and lack the kind of patience that is required to 
aid live with insurance securities. 
"ae The market for life insurance stocks seems to possess great strength 
>ractil and it is to be hoped that they don’t become a vehicle for ill-advised 
| .4 Speculation. 
veait On the score of one-stop selling and composite operations, one company 
with several years of experience now finds that its fire-casualty agency 
ore force constitutes an excellent resource in the way of life and health in- 
= surance sales. Its life insurance agents are not as productive of fire-casualty 


lines; their business runs at a higher loss ratio but the acquisition cost is 
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lower. They fear that with many companies going into multiple line opera- 
tions, the value of exclusive life insurance agency connections may be de- 
preciated. Also there is a chance that effective life insurance salesmen may 
become distracted and blunt their punch by becoming involved in the intri- 
cacies of fire-casualty work. 

Congress Street Fund Inc., which was established last December through 
a tax-free exchange of fund shares for securities, has numerous insurance 
holdings, according to a report as of April 14. This includes 552 American 
General, 4,500 American National, 200 Continental Assurance, 48 Continental 
Insurance, 3,000 Crum & Forster, 138 Employers Group Associates, 948 
Franklin Life, 20 Great American Life Underwriters, 64 Hartford Fire, 275 
Home, 370 Jefferson Standard Life, 300 Liberty Life, 2,000 Liberty National 
Life, 100 Lincoln National Life, 4,070 Security Life & Trust, 200 Travelers 
and 188 United Services Life. 

Imperial Capital Fund Inc. reduced its holdings of Government Employees 
Insurance from 4,100 to 3,000 shares. Axe-Houghton Fund B Inc. increased 
its holdings of American Insurance from 20,000 to 30,000. Investors Stock 
Fund Inc. sold its entire holdings of 33,400 Standard Accident and reduced 
its position in Maryland Casualty from 40,000 to 9,900 shares. 

A mistake was made in the listing of Cherokee Ins. Co. in the long list of 
insurance stock quotations furnished by Cartwright, Valleau & Co., to THE 
NATIONAL UNDERWRITER. Instead of the figure shown the correct bid price 
was 1514. 

—tl|— 

To give a quick look at what has happened percentagewise to life insurance 
stocks since the strong bull market got underway in early December of 1960, 
there is shown herewith some market comparisons. For each company listed 
is given the approximate percentage increase in market price from the low 
points of last November to quotations as of the latter part of last week. The 
prize performance is recorded by United Services Life of Washington with 
a percentage gain of 179. Others that have doubled or better in this six month 
span include B. M. A. and Government Employees Life, each up 123%, Bene- 
ficial Standard Life and Citizens Life 120, National Old Line 113, Combined, 
Commonwealth and Crown, 110 G. A. L. U., Republic National Life and 
U. S. Life 100%. 

It is interesting that Life Insurance Investors Inc., which represents a 
good composite of the market is up exactly 50%. 

Aetna Life, 40; All-American Life & Casualty, 66; American General, 80; 
American National 35; Bankers National Life, 95; Bankers Union Life, 23; 
Beneficial Standard, 120; B. M. A., 123; California-Western States, 63; Cen- 
tral Standard Life, 18; Citizens Life, 120; Coastal States Life, 33; College 
Life, 56; Combined, 110; Commonwealth Life, 110, Conn. General, 16; Con- 
tinental American Life, 18; Continental Assurance, 46; Crown Life, 110; 
Eastern Life, 29; Farmers New World, 65; Federal Life & Cas., 14; Franklin 
Life, 93; Government Employees Life, 123; G. A. L. U., 100; Great Southern 
Life, 37; Great-West, 56; Gulf Life, 66; Imperial Life, 43; Interstate Life & 
Accident, 72; Kentucky Central Life & Accident, 25; Jefferson National 
Life, 6; Jefferson Standard Life, 60; Kansas City Life, 55; Lamar Life, 65; 
Liberty Life, 77; Liberty National Life, 74; Life & Casualty, 44; Life of 
Georgia, 50; Life of Virginia, 74; Life Insurance Investors Inc., 50; Lincoln 
National Life, 48; Loyal American Life, 76; Loyal Protective, 18; Maryland 
Life, 76; Mass. Indemnity, 67; Mass. Protective, 51; Midwest United Life, 60; 
Monumental Life, 36; National Life & Accident, 62; National Fidelity Life, 40; 
National Old Line, 113; National Reserve Life, 13; Nationwide Corp., 30; 
North American Life, 68; North Am. Life & Cas., 36; Northern Life, 30; N. W. 
National Life, 13; Occidental Life, N. C., 50; Ohio State Life, 39; Old Line Life, 
14; Old Republic Life, 11; Pacific National Life, 50; Peninsular Life, 14; 
Peoples Life, 33; Philadelphia Life, 51; Postal Life, 51; Protective Life, 34; 
Provident Life & Accident, 65; Quaker City Life, 30; Republic National Life, 
100; Security Life & Accident, 78; Security Life & Trust, 22; Southland Life, 
32; Southwestern Life, 57; Standard Life, Ind., 20; Trans America, 40; Trav- 
elers, 37; United, 93; United Services Life, 179; U. S. Life, 100; Variable An- 
nuity Life, 50; Victory Life, 22; Volunteer State Life, 23; Washington. Nation- 
al, 58; West Coast Life, 70; Wisconsin National Life, 24. 


S. C. DuRose Promoted 
Stocks 





assistant deputy commissioner of Wis- 


In Wis. Department 
S. C. DuRose has been appointed 
By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle Street, Chicago June 20, 1961 





Bid Asked 
Aetna Life 116 118 
American General  ..............cc00 55%2 5742 
Beneficial Standard .................08 30% 32 
Business Men’s Assurance ......... 68% 71 


Cal.-Western States... 717 80 





Commonwealth Life ....... 39% 41 
Connecticut General ....... 222 226 
Continental Assurance .. 156 160 
Franklin Life ................+ 125% 128 
Great Southern Life .................. 88 92 


Gulf Life 29 30 










Jefferson Standard... 53% 55 
Liberty National Life .. 67 69 
Life & Casualty . 22% 23% 


Life of Virginia ......... 87 90 











Lincoln National Lif 125 128 
National L. & A. . 171 176 
North American, I 18% 19% 
Ohio State Life ..... 49 51 
Old Line Life .........ccccscesseeeeeesee 68 Bid 
Old Republic Life ...............cccccee 19 2012 
Republic National Life ................ 65 68 
Southland Life 200.0... 103 108 
Southwestern Life .......ce 8842 90 
Travelers 118 120 
United, Ill. 56 59 
U. S. Life 69 71 
Washington National .................... 68 712 
Wisconsin National Life ............ 36 39 


consin. 

A career man with the Wisconsin 
department, Mr. DuRose ranked first 
in a recent nationwide competitive ex- 
amination given by the Wisconsin de- 
partment of administration. He has 
been with the department since 1948 
when he graduated at the University 
of Wisconsin in mechanical engineer- 
ing. He has been in the fire rating 
division, the funds division, examina- 
tions division and the casualty rating 
division. 


Independence Life To Sell Stock 
Independence Life of Pasadena, 
Cal., has filed a statement with the 
Securities & Exchange Commission 
seeking registration of 150,000 shares 
of capital stock, of which 100,000 


shares are to be offered for public sale 
by the company and 50,000 shares of 
outstanding stock by present stock- 
holders. 
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HieNATIONAL UNDERWRITER 


IAHU Given Review Of Important Fields 


(CONTINUED FROM PAGE 2) 
are capable of becoming.’ Inevitably, 
education can serve as a great ally to 
you in gaining greater success in your 
career and in better serving the health 
insurance needs of the American pub- 
lic.” 


Powell Covers Training 


Loran E. Powell, managing director 
of Life Underwriter Training Council, 
said that “all in all, we believe we 
have some pretty good health insur- 
ance sales training available. 

“The big problem, as we at LUTC 
see it, is that despite all the training 
available, only a comparative handful 
actually engages in organized health 
insurance training programs’ each 
year,” he said. “It’s difficult to under- 
stand. For example, some men object 
to a health training course because 
their companies consider health insur- 
ance as a second line product. There- 
fore, they say, they want to concen- 
trate on the primary line—life. Others 
representing companies that consider 
health as their first line also resist 
health insurance sales training be- 
cause ‘we specialize in health already, 
we’re continually motivated to sell 
health coverages. What we need is 
training in our “second” line, since our 


companies generally do less training in 
this area.’ 

“So these two diversely oriented 
groups resist health insurance sales 
training for exactly opposite reasons. 
The net result is that neither group 
pursues the health insurance training 
available to it. 

“We are very much concerned about 
this attitude. The prospect doesn’t say 
to himself, ‘I’m going to buy my disa- 
bility insurance from a_health-only 
company and my life insurance from a 
life-only company.’ Generally speak- 
ing, he doesn’t ‘buy’ from neither one. 
He is usually sold on his need by a 
good agent, be it life or health or both, 
and he tends to deal with the agent in 
whom he has confidence and who sells 
the need for either life or health in- 
come replacement or expense needs. 

“The fundamental question is this: 
Shouldn’t the agent selling both lines 
be equally qualified in each? If not, 
how can he do an adequate job for his 
client? LUTC feels it simply isn’t 
enough to have expert knowledge of 
one coverage and a slight acquain- 
tanceship with the other. Whether 
health insurance is your first or second 
line should make very little difference 
when it comes to sales training. Every 
underwriter should want and should 

















174 Whitney Avenue 


COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 





New Haven 5, Conn. 
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plan to embark on a continuous pro- make it possible to dete:ming 
gram of health insurance education publish an estimated indus‘ry gp 
and training. It has been proved time rather than the present survey ¢ 
after time that the salesman who is terested companies only. 

pursuing a course of training is more The results will be usefui, 
effective and more productive during Whitney, 
the course. If this is so, doesn’t it fol- 
low that he should be constantly en- 
gaged in health insurance training? 


Whitney Deals With Research 


because by kn ee 
trend in the health insurance my 
by type of coverage and the gp, 
in sales by states and Provinces, ¢ 
panies should be in a better pogi 


: : 2 to plan th i i 
Discussing health insurance sales po. scauidaak Tak ae = open 
t alloy 


research, Alfred G. Whitney, associate ;. : oni c ; 
director of research of Life Insurance ee training and supemg 
Agency Management Assn., said the i 
analysis of current sales trends has 
been more difficult in health insurance 
than it was in life insurance, mainly 
because of the lack of a common unit 
of measurement. 

“We hope to publish a survey re- 
porting new issues of health insurance 
in terms of annualized new premiums,” 
he said. “We have been unable to do 
this because many of our member 
companies do not keep records in this 
form. Meanwhile we are publishing a 
quarterly total premium survey for the 
following categories of coverage: group, 
industrial, credit, individual loss of 
time, individual hospitalization, indi- 
vidual major medical, and all other 
individual. 

“In addition, the loss of time and 
hospitalization categories are further 
broken down into three groups: com- 
mercial, non-cancellable and guaran- 
teed renewable. The quarterly surveys 
report the total premium income for a 
group of contributing companies, sep- 
parately for the United States and 
Canada. For all three sub-groups un- 
der the loss of time and hospitalization 
headings, premium income is reported 
for each state and each province.” 

Mr. Whitney said that for the 1960 
survey there were 91 contributing 
companies, including a_ substantial ‘ 
number not members of LIAMA. Only Pelicy Approval Hampered 
a few of the larger companies in the Also, the Metcalf-Russo laws ha 
business are not at present participat- complicated and otherwise adver 
ing in the survey. Efforts are contin- affected both the preparation and a 
uing to obtain their cooperation. The ministrative review of policy form 
addition of 10 or 12 companies will said Mr. Neal, very nearly paralyzi 
the policy approval process both f 


Neal Covers Legislation 


Analyzing the federal and 
legislative picture, Robert R. i 
general manager of Health Insyp, 
Assn., said it’s generally assumed ty 
will not be legislation in the he 
care field at this session of Cong, 
State legislators seem primarily , 
cerned with making sure that (1) 
insured has the right to keep or » 
tinue his health coverage; (2) the; 
sured understands his health jpg) 
ance policy and (3) he does noty 
too much for his health coverage, 

On the first point, Mr. Neal said, 
Metcalf-Russo legislation in New Yy 
requiring conversion rights, rate p 
ulation for group conversion at age 
and over, and severely restricting { 
right to refuse to renew converted 
other individual policies, has had ; 
portant consequences. Many compan 
have either stopped issuing individy 
health policies in New York or hy 
substantially raised the rates. Form; 
rate regulation for group conversig 
at age 60 and over has had an}; 
direct, yet very real, impact on t, 
meaning of “reasonable in relation 
benefits provided” for at least the old 
ages in the 59-and-under categorie, 


ty 











SELLING FOR 


That’s the reason you 
require the best material 
available to make sales fast 
—with ease. National Cas- 
ualty’s sales aids fill the bill. 
National’s representatives 
use the most modern 
methods in offering the 
finest in Disability Income, 
Hospital and Surgical 
coverages for the Individual, 
Family, Franchise or 

True Group case. 


Guaranteed Renewable Policies 
Available! 


ee 






Guaranteed 


Rene wable 


Hospital «"" 


hu payment! of 


. im € 
premium rt 


at rene wal date 







KEEPS? SURE YOU ARE! 











ff ect 


forms subject to and not subject to thi 
regulation even in the New York & 
partment, which has a staff andz 
annual budget roughly double that: 
the next largest insurance depar 
ment. Moreover, the marketing 1 
health insurance has been adverse 
affected in other states by virtue of th 
increased difficulty of drafting poli 
forms that would meet the New Ya 
requirements and still be acceptab 
to other states. 

However, said Mr. Neal, the for 
going are perhaps of only minor sigii 
ficance compared with the relationshi 
between the Metcalf-Russo state legi 
lation and the so-called Forand-ty 
legislation at the federal level. Her 
the critical questions is whether ti 


Establish and build 
your own Direct Agen- 
cy—highly attractive 
agency appointments 
in select territories 
now available. Write 
today for full particu- 
lars— Address: Acci- 
dent & Health Div., 

























° Metcalf and Russo acts strengthen ' 
National Casualty weaken the defense against the thre 
Company, Detroit 26, of a government program for financitf 
Michigan. the cost of medical care. 

9 The big distinction between gover 

ment compulsory plans and _ privat 

REMEMBER—IT'S plans is the flexibility and variety 

EASIEST TO SELL the latter. To the extent that the Me: 
THE BEST! calf-Russo kind of law limits 


capacity of the private market to suy 
ply variety, it impairs its capacity # 
meet the threat of governmental & 
urpation of the field. 

“There has not yet been sufficiet! 
experience under the New York legs 
lation to permit a definite conclusil 
that such laws weaken or strengwé 
our opposition to proposed federal le 
islation,” said Mr. Neal, “but in eithe 
event it is noted that seven oUF 
states are considering or recently ha 
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gnsidered bills copied from portions 
of the Metcalf-Russo acts and other 
gates can be expected to do likewise.” 


dete mine 
idus ‘ry 


























Survey of : za 

“We must move forward with vigor 
sefui, saig g ad enthusiasm, and assert leadership 

knowing § where it is called for,” said James R. 

urance may Williams, vice-president and general 
1d the of manager of Health Insurance Institute. 
rovinces » “How do we translate leadership in 
better a terms of specific programs and goals?” 
of their » Mr. Williams answered this by list- 
proper 4 ing four long-range goals recently ap- 
id superyi roved by Health Insurance Assn. for 
“§ the health insurance business in build- 

ing its public relationships: 

1. Make maximum use of resources, 
al and poth financial and manpower, in all 
ert R aspects involving the financing costs 
Ith Ins due to ill health, including economic 
2 loss. 
in tha lal Concentrate these resources, in 

of Cong, particular, on the development of even 
rimarily proader coverages and permanent 
that (1) health insurance protection, particul- 
keep or arly for long term catastrophic illness 
> (2) the; and economic loss. ne 
ealth jngy 3: Recognize that it is not enough to 
Joes not, make coverages available but exert 
verage, maximum effort to encourage indivi- 
Neal said duals of all ages to provide adequate 
n New Yo protection for themselves and their 
ts, rate ¥ families. And in addition, promote 
on at § cooperative relationships between all 
stricta groups with a community of interest 
"% in the providing and financing of 
convey health care. 
has had if 4 Support and identify itself with 
Y compat health services that go beyond the 
& individ purely financing area, such as research 
ork or haf and studies in connection with new 
ates. Fomgl types of medical facilities, rehabili- 
conversigg tation, accident prevention, health ed- 
had an jg ucation and health maintenance. 
act on t Accelerated activity by companies 
relation must be matched at the institutional 
ast the oil level through a definitive, well con- 
ategorie, | ceived and effectively carried out pub- 
lic relations effort, said Mr. Williams. 
The Health Insurance Institute has 
laws hag this responsibility, and to fulfill it, 
> adver these four long-range goals have been 
on and ag given it: 
licy forn 1. To create greater public aware- 
Paralyzigl ness of the breadth and scope of health 
S both f@ insurance coverage. 
ject to th 2. To develop a heightened aware- 
’ York df ness of the need for families to budget 
iff and @ more effectively against the cost of ill 
ble that health and of the proper function of 
e depaig health insurance in helping to pay for 
"keting @ the resulting economic loss. 
adverse 3. To stimulate broader understand- 
rtue oft ing by the public of the scope of health 
ting poli care services and their relationship to 
New Yoig the cost of health insurance. 
acceptatl 4. To bring about the desired level 
of cooperation and support among the 
the forg providers of medical care, so that the 
nor sigig health insurance mechanism may 
lationshigg function properly and efficiently for 
tate legs the public. 
rand-ty _— 
vel. Hef Interstate L.&4A. Dividend 
tal Stockholders and directors of Inter- 
he thre! state Life & Accident have approved 
fina lh the transfer of $1 million from surplus 
funds to the capital stock account 
through a 3314 %stock dividend. 
Certificates are not being issued on 
pe fractional shares. Stockholders are be- 
the ti ing given the right to buy or sell frac- 
nil tional interest. 
‘ua! || MANAGEMENT 
nat! 1c CONSULTANTS 










FRANK LANG ¥4 ASSOCIATES, INC. 


Consultants in 
Marketing 
and Management 
for the 
Insurance Business 





NEW YORK 17, N. Y. 
521 Fifth Ave., OXford 7-4044 





CHICAGO 2, ILL. 
1 No. La Salle St., FR 2-2795 





LIFE INSURANCE EDITION 


Urges Support For 
Pending Legislation 


Paul L. Latham, counsel Continental 
Assurance, writes: 

THE NATIONAL UNDERWRITER in its 
May 27 issue carried a very timely 
report and warning in the quote from 
Edwin M. Jones, general counsel New 
York Life, which began: “The current 
effort of the federal government to 
obtain money from life companies af- 
ter they have paid it to policyholders 
in good faith in the form of policy 
loans and other payments, without 
notice or knowledge of the government 
tax lien against the policyholder con- 
stitutes a direct assault on the insur- 
ance contract itself ... under these 
circumstances, it may be that the only 
effective recourse of insurance com- 
panies and their policyholders is to 
seek, now, appropriate congressional 
legislation.” 

Thanks to American Bar Assn., leg- 
islation such as Mr. Jones suggests has 
been introduced in congress as HR- 
4319 and HR-4320 (pending in the 
House ways and means committee) 
and as S-1193 (pending in the Senate 
finance committee). This bill (the 
three numbers refer to the same bill, 
or, if you prefer, identical bills) de- 
serves all the support it can get—not 
only from the life insurance industry, 
but also from the fire and casualty 
insurance industry, and from mechan- 
ics, laborers, suppliers (materialmen), 
contract purchasers, judgment credi- 
tors, landlords, attorneys, warehouse- 
men, state and local governments, 
mortgagees, sureties, and others. 

The range of people this bill would 
protect—as indicated above—and the 
time and effort American Bar Assn. 
devoted to it as a-public service, show 
that it is not “class legislation” or a 
“special interest” measure. It is scrup- 
ulously fair to all concerned, including 
the federal government. 

You may want to bring this to the 
attention of your readers and urge 
them to do everything they can to get 
the bills favorably reported out of the 
committees and passed upon reaching 
the floors of the House and the Sen- 
ate. Let there be letters to Representa- 
tives and Senators, and especially to 
members of those two committees. 


C. R. Clements Jr. Heads 
LIAMA, Agency Officer Unit 


C R. Clements Jr., vice-president, 
field management, of National Life & 
Accident, was 
elected chairman 
of LIAMA’s Agen- 
cy Officers Round 
Table at a meeting 
in Hot Springs, 
Va., of the chief 
agency officers 
from the associa- 
tion’s larger mem- 
ber companies. He 
succeeds George 
Dunbar, vice-pres- 
ident in charge of 
agencies of Mutual 





C. R. Clements Jr. 


of Canada. 

Elected to the committee for three- 
year terms were Lewis C. Sprague, 
Provident Mutual Life; A. W. Tomp- 
kins, State Farm Life, and Edgar Mor- 
ton, North American of Canada, who 
served on the committee for one year 
and was reelected for a full term. 


Heads Seattle CLUs 


Seattle CLU chapter has elected 
Gerald Vrandenburg president. John 
M. Utter is vice-president and M. W. 
Bronson, Occidental of California, is 
secretary-treasurer. 


MD Suggests Revising 
Medical History Form 


A suggestion to revise the medical 
history section of the life insurance 
application was made at the June 
meeting of Chicago Home Office Life 
Underwriters Assn. 

Recommending that a uniform 
part 2 of the form be developed, Dr. 
Stephen Manheimer, medical examin- 
er for a number of life companies and 
former head of the staff of Chicago 
Mount Sinai Hospital, commented 
upon some of the things in the present 
form which impeded rather than help- 
ed the medical examination. 


Nervousness Plays Role 


He noted that nervousness plays an 
important part in raising pulse and 
blood pressure, and this often neces- 
sitates a recheck. This nervousness 
usually occurs when the applicant 
answers the form questions concern- 
ing any use of narcotics and alcohol. 
“I would like to see some of these em- 
barrassing questions eliminated,” he 
said, adding that very rarely are they 
answered truthfully anyway. 

Dr. Manheimer objected also to 
questions which are nearly impossible 
for a doctor to answer. In this cate- 
gory is the query: “What is the appli- 
cant’s reputation and standing in the 
community?” Since most medical ex- 





The first woman president of Ameri- 
can Society of CLU, Lillian G. Hogue, 
New York Life, Detroit, right, is inter- 
viewed during a speaking tour in New 
York by Arlene Francis on the radio 
program “Arlene Francis at Sardi’s.” 





aminers have no previous acquaint- 
ance with the applicant, only a most 
uneducated guess can be given. 

The check-off system of yes or no 
answers may save time, he said, but 
it is often inconsistent. Also, home 
office specimen requirements are con- 
fusing, because most companies have 
different requirements. 





A Record Year... 


North American Building 
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Shooting sky-high above the industry average in sales, North 
American Life established a record increase of 28.9% life volume 
in sales during 1960 over the previous year. 


A Significant Mark... 

Our 1960 record becomes more significant with the realization that 
our company has provided life insurance coverages for 54 years, 
and is presently doing business in thirty states. During the last six 
years our growth has increased a remarkable 162%. 


You Can Grow With Us... 

Our pace-setting tempo didn’t just happen, it was planned. Planned 
and built by men like yourself. North American’s growth program 
is gaining momentum and is presently searching for qualified men. 
Why not inquire in strict confidence today? Direct your inquiry to 
Ronald D. Rogers, CLU, Vice-President and Director of Agencies. 


“ Countrys Friendliest Company “4 
NORTH AMERICAN LIFE 
Pasuance Company OF CHICAGO 


Chicago 3, Illinois 








HeNATIONAL UNDERWRITER 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 


: 








Bivd., Chicago 4, Illinois. 


GROUP UNDERWRITER 


Well established West Coast company requires experienced Group 
Underwriter. Group Life experience desirable but not essential. Mini- 
mum 5 years Group A&S underwriting is essential. Familiarity with all 
phases of Group from proposal to final underwriting and issue. Ade- 
quate salary and liberal benefits to qualified man. Please send resume 
and recent photograph to Z-11, National Underwriter, 175 W. Jackson 








LIFE COMPANIES ENTERING FIRE-CASUALTY BUSINESS 
Complete Professional Services in Planning, 
Organizing and Operating Affiliated Company 
J. Edward Faust Jr., Consultant 
Fellow of Casualty Actuarial Society 
1000 North Delaware 
indianapolis, Indiana 





Se : 


Oklahoma trio appearing at Inter- 
national Assn. of Health Underwrit- 
ers annual meeting at New York con- 


sists of, from left: Richard C. Virtue, 


Oklahoma City; Sen. Kerr, who was 
featured speaker; and Commissioner 
Joe Hunt. Mr. Virtue, IAHU zone 
chairman for Oklahoma, is former 
campaign manager for Sen. Kerr. 














gressive eastern company. 


Bivd., Chicago 4, Illinois. 


MID-WEST AGENCY OPPORTUNITY 


. for qualified man with supervisory experience to 
Includes all lines of Life, 
financing and training program for agents. If you have field and supervisory experience and 
believe you are ready for your own agency, write giving complete resume of your background. 
Your reply will be kept in strict confidence. Reply to Y-74, National Underwriter, 175 W. Jackson 


9 tablished Life agency of pro- 
Health and Group coverage. Unique 











MR. CHAIRMAN .. . 





producer, top Asst. of p 


of all agencies of 


Interested in top or sales Management in Ordinary Life 
National Underwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 


Has your top or sales Management lost its spark? 


Dynamic Agency Manager in early 40's seeks greater challenges. Former Million Dollar personal 
M 9 y's forty units. First year agenc ion: + 
all companies. | know the ''Secret of Success,’ with record to prove it. 


ion-in top 3% 
& A&H company. Write to Z-4, 


A position is available in the Group 
Actuarial Department (Accident and 
Health Division) of Nationwide In- 
surance in Columbus, Ohio. A Fel- 
low, or an Associate who is com- 
pleting his examinations is preferred. 
Your request for further information 
will be respected in confidence. 
Correspond with Forest Lombaer, 
Vice President, Personnel, 246 N. 
High St., Columbus, Ohio. 














MANAGER 
DATA PROCESSING 


A medium size Mid-West company has an 
opening for a young man, skilled in IBM 
accounting, to coordinate all machine ac- 
counting activities. This position will in- 
clude training for an electronic approach. 
This is an exceptional opportunity for an 
alert, intelligent, congenial young man to 
grow with one of the most progressive and 
most financially sound insurance com- 
panies in the country. 

Position offers good salary potential and 
excellent employee benefits. Relocation ex- 
penses paid. 

If interested, submit a resume complete 
with recent photo to Z-5, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, 
Illinois. Inquiries held strictly confidential. 








ACTUARIES 


A dynamic, rapidly expanding insurance group 
writing Life and Accident and Health insurance 
nationally, has openings for: 


A & H ACTUARY 

Require at least Associateship standing 
in the Society of actuaries with practical 
experience in the Accident & Health field. 


ACTUARIAL STUDENT 


Require successful completion of at least 
parts 2 and 3 of the actuarial exam. 
These positions offer job satisfaction, personal 
growth, challenging opportunity, and very at- 
tractive salaries. Send complete resume of back- 
ground, salary requirement, and experience to— 
Y-91, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 

All replies will be acknowledged and held con- 
fidential. Our employees have been informed 
of this ad. 








AGENCY OPPORTUNITY 
AT HOME OFFICE LEVEL 


A top New York Company has a 
Home Office position for a qualified and 
experienced man. The man selected will 
head-up our Ordinary Insurance Depart- 
ment and will recruit and train prospective 
General Agents. Full support and assist- 
ance will be given to him who has proved 
himself in this capacity. Write and give a 
complete resume of your background, ex- 
perience and salary desired. Your response 
will be treated confidentially. Reply to: 
NY-65, The National Underwriter, 17 John 
St., New York 38, N. Y. 


LIFE UNDERWRITER 


Large life pany located in Southwest has 
opening for life underwriter with five to ten 
years experience. Excelient opportunity for the 


right man. 

Salary open. 

Write, giving details on education, experi- 
ence, including present underwriting limits and 
salary requirements. Address reply to Y-78, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 











GENERAL AGENCY SUPERVISOR 


The expansion of our General Agency activities 
has created a need for an addition to our Home 
Office staff. This position will entail the recruit- 
ing and developing of General Agencies, as 
well as administration responsibilities. The right 
man will be aggressive and have had life sales 
experience. He must be willing to travel and 
be capable of assuming additional responsi 
bility as our organization expands. Comp 

tion will be commensurate with ability and 
experience. Write to Z-7, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 























> OVERSEAS AGENTS WANTED 
; YOUR CHANCE TO SEE 
EUROPE AND MAKE MONEY 


A large American Life Insurance Agency with 
offices in Switzerland, Germany, France, England, 
Italy and Spain, selling to American military per- 
sonnel, their dependents and civilians, has open- 
ing for a LIMITED number of EXPERIENCED life 
insurance salesmen. Several of present agents 
in Europe selling 2 to 3 MILLION a year. (Those 
remaining outside of U.S. 18 months or longer 
enjoy special U.S. tax advantage). Accepted ap- 
plicants will be offered Top Contract, Fringe Bene- 
fits, Training and Financing. For further details 
send complete resume and small photo in con- 
fidence to Walter J. Bush, Manager, Bush Inter- 
national Life Insurance — 727 East Northern 
Ave., Phoenix, Arizona. Overseas office address: ¢ 

@ 





241 See Strasse, Zurich, Switzerland. ‘ 


TOP EXECUTIVE 


Our medium sized life insurance company 
is on the move. In addition our President 
is retiring; therefore we want to bring in 
a top-notch administrator. The man we 
are looking for is now in a strong execu- 
tive position and preferably has his fellow- 
ship in the F.S.A. Write to Z-9, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 




















GROUP SALES OPPORTUNITY 
Large southeastern life company desires 
experienced group salesman to manage 
group office in Dallas serving northern 
Texas and Oklahoma. 

Liberal fringe benefit plans—company car 
—unlimited earnings potential. 

Send summary of group sales experience 
to: Box Y-75, ‘National Underwriter, 175 
West Jackson Boulevard, Chicago 4, Illinois. 


Illinois Stock Company Charter 
Dormant. Full life and A & H. Capital $200,000, 
surplus $100,000. Price of charter $20,000. 
Ralph F. Colton 
30 N. La Salle St. 
Chicago 2, Illinois 
Telephone: Financial 6-9792 





Suite 807 








WANT TO BUY INSURANCE COMPANY 


+t group wishes to purchase 
insurance company, retain 
9g six figures. Principals 
only. Write Box Y-85, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 


Cuhctantinl 2 = 
' 


stock of active life 


+ Medi. 
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CONTINUING WITH PILOT 





Bryan Retires From 
Jefferson Standard 


Joseph M. Bryan, senior Vice-preg. 
dent Jefferson Standard Life sg; 
1956, will r etir, 
July 1, concludi 
30 years of servigg 
He will continy 
on the board an 
the executive com. 
mittee. He will g). 
so remain as chair. 
man and executiye 
committee membe 
of Pilot Life ang 
as president anda 
director of Jeffery. 
son Standar4 
Broadcasting Co, 
which owns and operates stations in 
Charlotte, N. C., and Florence, S. Cc. 

Long active in American Life Cop. 
vention affairs, Mr. Bryan was preg. 
dent in 1955-56. He was a member of 
the New York Cotton Exchange fy 
eight years before joining Jefferson 
Standard Life. He has been active ip 
various business and financial fields, 
and is a member of the board and ex. 
ecutive committee of North Caroling 
National Bank. He has just finished a 
term as chairman of North Caroling 
state board of elections. He holds ap 
honorary doctor of laws degree from 
ne aa Abbey College of Belmont, 





J. M. Bryan 


Pay Commission On 
Renewals, IAHU Asks 
Conn. Plan Insurers 


(CONTINUED FROM PAGE 1) 
health insurance can do the job bet 
ter; we are not seeking merely to pro- 
mote or defeat a piece of legislation, 

2. We are striving to help raise the 
level and quality of health care for 
all Americans. We are not seeking 
simply to make profit and_ increase 
commissions for agents. 

3. We are striving to build a better 
nation. We are not simply trying t 
build bigger and more efficient organi- 
zations. 

4. We are endeavoring to strengthen 
the security of our country by strength- 
ening the security of each of its in- 
dividual citizens. We are not seeking 
merely to strengthen and entrench our 
industry. 

5. We are seeking victories for 
America in terms of freedom, as we 
can best preserve and increase it, for 
all. We are not principally seeking vic- 
tories for insurance men and health 
underwriters associations. 


Opposes Another Bill 


IAHU went on record opposing the 
Internal Revenue Service ruling that 
expenses involved in lobbying for 
political purposes are not tax deducti- 
ble. Charging that the ruling is “tanta- 
mount to censorship by taxation,” the 
association supported findings of the 
House ways and means _ committee 
that “if an expenditure is ordinary 
and necessary to the conduct of a tax- 
payer’s trade or business and is law- 
ful, it is unfair for the deduction to 
be disallowed just because the ex- 
pense is incurred to influence legisla- 
tion.” 

The administration-supported King 
bill on aged health care was op 
because an adequate solution existed 
under the Kerr-Mills _ legislation, 
which, the association said, is work- 
able and curbs the propensity in some 
quarters for socialized medicine. 
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fexas Agents Elect 
pass President At 
San Antonio Annual 


(CONTINUED FROM PAGE 1) 


“» of developing more career agents. 

The sales panel consisted of Harry 
K. Gutmann, Mutual Life of New 
York; John C. Donohue, Penn Mutual 
Life, and George J. Mucey, Baltimore 


e. 
Mr. Gutman described life insurance 
gelling as a lonely business, requiring 
courage to overcome the fears to 
which the salesman is inevitably sub- 
jected. Among these are fear of the 
attitude of the public toward the agent 
and the business itself, and fear of self. 
Mr. Gutmann said the only real way 
to lick these and other fears is to sim- 
ply get out and meet people. He said 
there is no more exhilarating day than 
that on which the agent is spending 
time with successful people, because 
it is such people the agent must see 
to succeed. 
Fear, he said, is rooted in lack of 
experience, and everyone has at one 
time or another gone up to a door and 
found himself “frozen.” The agent 
must remember that he has risen in 
the public’s esteem, and many people 
regard him as a professional man. 
Mr. Gutmann concluded by suggest- 
ing that the agent of today must con- 
tinue studying to remain on the same 
level as are those whom he wishes to 
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BOWLES, ANDREWS & TOWNE, Inc. 
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MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
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RICHMOND ATLANTA NEW YoRK 
PORTLAND DALLAS MIAMI 
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Consulting Actuaries 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
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contact. He said the life insurance 
salesman must not compare himself 
with other insurance men, but, rather, 
with ministers, lawyers, and physi- 
cians. 

Mr. Donohue remarked that simpli- 
city in one’s presentation is the single 
most effective factor in making a sale. 
Nothing astonishes men so much as 
common sense. The agent must never 
underestimate simplicity. 

The speaker stressed also the impor- 
tance of fundamentals. He said that 
in selling life insurance, the agent must 
acquire good working habits. This 
will get him out of the office and 
enable him to see people—certainly 
the sine qua non of selling. 

Mr. Mucey stated that a creative 
imagination is necessary if the agent 
is to successfully meet the various 
situations which invariably arise. 

Ability, knowledge and experience 
are essential if the agent is to survive 
in today’s competitive world, he said. 
And all of these can be acquired only 
if the agent is happy with what he is 
doing. 

Mr. Mucey said he personally would 
require the agent to master a sales 
talk, develop an approach that is ef- 
fective, and learn how to get along 
with people. 

Among the satisfactions which the 
field of life insurance selling offers, 
the speaker said, are time to use as he 
wishes, with no one to tell him what 
to do: satisfaction in a life of service; 
and the privilege of earning as much 
money as desired. 

George R. Jordan Jr., executive vice- 
president Southland Life, speaking at 
the CLU breakfast, spoke of life un- 
derwriting as a new profession. The 
CLU must use more than just tech- 
nique on his potential customers; he 
must serve that customer in a profes- 
sional way, utilizing his knowledge in 
meeting his obligation. 

The public appreciates an intelligent 
and capable life agent, Mr. Jordan 
stated. Accordingly, the CLU should 
be more conscious of public relations 
and let the public know what sort of 
service they actually are rendering. 


Recommend 25% Stock 
Dividend For Wash. National 


Directors of Washington National 
are recommending to stockholders a 
25% stock dividend. Stockholders will 
vote on the proposal later. 


Hogg Named President 


John J. Hogg, Pacific Mutual Life, 
has been elected president of Sacra- 
mento General Agents & Managers 
‘Assn. 

Other new officers are Archibald 
Hooper, Travelers, vice-president; Ken- 
neth Patterson, North American Life & 
Casualty, secretary, and William Chat- 
ham, Business Men’s Assurance, treas- 
urer. 


Seminar For New General Agents 
Conducted By United States Life 

United States Life has completed 
the third of its series of seminars for 
newly-appointed general agents. The 
course consisting of 13 subjects, each 
presented by a member of the home 
office staff provides a thorough in- 
doctrination in many phases of agency 
management. 


Heads Fraternal Counselors’ Group 

Gordon S. Summers, St. Louis gen- 
eral agent of Lutheran Brotherhood, 
was elected president of Fraternal 
Insurance Counselor Assn. at the an- 
nual meeting at Louisville. 


Greater Accuracy 
Likely In LIAMA’S 
Selection Testing 


Greater accuracy in selection test- 
ing for the life insurance business 
should be insured by the new central 
scoring procedures currently in use 
at LIAMA headquarters in Hartford, 
according to S. Rains Wallace, LIA- 
MA’s director of research. 

Although the new scoring system 
was originally installed to insure that 
the association’s improved version of 
the aptitude index would be used to 
its full capacity, Mr. Wallace said 
that it has at the same time intro- 
duced many side benefits. For exam- 
ple, since the complete collection of 
data now is in one central location, 
LIAMA is assured that unbiased, up- 
to-date samples are being used in 
its research aimed at increasing the 
predictive value of the index. 

Mr. Wallace also said that having 
the tests scored at one place will 
provide accurate data from which 
LIAMA researchers can better pre- 
dict the percentage of applicants that 
can be expected to achieve scores at 
the various levels. It will also pro- 
vide extensive information on recruit- 
ing activities and trends in testing 
in the life business. 

Some 2,100 aptitude indexes are 
being scored at LIAMA headquarters 
each week. Answer booklets on a 
new form of the index began arriv- 
ing there as soon as the new form 
was introduced in April, 1960, in 
Canada. From that time to May 31, 
1961, 16,520 indexes from Canada 
have been scored. Since the central 
scoring began for U.S. agencies on 
Feb. 15, 1961, 22,955 indexes have been 
scored at LIAMA. 

Under the present system, all an- 
swer booklets coming from agencies 
are scored the same workday they 
arrive at LIAMA. Replies are sent 
out immediately and by wire, if re- 
quested. 

When LIAMA decided to have all 
the indexes scored at Hartford, an 
IBM 9902 machine was _ purchased. 
Answers in test booklets are punched 
into cards, which in turn are fed to 
the machine which does the scoring. 
However, 10% of each day’s tests 
are also handscored in LIAMA’s proc- 
essing department to check the ma- 
chine’s accuracy. The machine con- 
verts the raw scores into index ratings 
which are returned to agency mana- 
gers with a duplicate copy to the 
home office. ; 

Central scoring of the indexes be- 
gan with Canadian agencies because 
companies there offered to participate 
in the experiment at its outset. This 
cooperation made it possible for 
LIAMA researchers to set up proce- 
dures for the handscoring operation 
and to prepare the new machine for 
scoring before the heavy work load 
of U.S. tests began to arrive at the 
headquarters. 


No Further Action Seen In 
N. Y.-Conn. General Case 


A spokesman for the New York 
department has told THE NATIONAL 
UNDERWRITER that as matters now 
stand the department does not con- 
template asking the New York Court 
of Appeals, the state’s highest tribu- 
nal, for a rehearing on the Connecti- 
cut General decision. The department 
has a little more than a month to ask 
for a reargument of the case, and 
should it later find reason to do so, it 


will wait until the very last minute 
of the grace period before taking or 
announcing any further action, the 
spokesman said. 


New business of Lutheran Brother- 
hood in May totaled $21,570,561, a 
gain of 18%. Sales during the first five 
months amounted to $98,250,499, up 
6.9%. : 


May sales of National Travelers of 
Des Moines amounted to $9,273,207, a 
record for any month. Health applica- 
tions totaled 2,020. 
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Byron Anderson, Sales Vice Pres. 
California Life Insurance Co. 


Dept. F, 4400 MacArthur Blvd. 
Oakland 19, California 


I am interested in full partic- 
ulars concerning the growth 
opportunities as a general 
agent for California Life. 


Your name 





Address. 





Zone____State. 


City. 





Previous experience 

















Your annual income goal $. 
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CALIFORNIA LIFE 
INSURANCE CO. 


Dept. F, 4400 MacArthur Blvd. 
Oakland 19, California 


General agency openings now available in: 
Alaska, Alabama, Arizona; California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 


“LIFE IS DIFFERENT IN CALIFORNIA LIFE” 






































REINSURANCE 


ESSENTIALS 


Every Employers contract is 
carefully negotiated, skill- 
fully built, equitably ad- 


ministered. 


These essentials combine to 
help insurers deliver satis- 
factory services to policy- 
holders—career job of 


every underwriter. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jackson 





































GROUNDED? 


A bird can’t fly on one wing. And an insurance agent can’t raise hi 
earnings without something appealing to sell. For a LACOP repre 
sentative, the sky’s the limit. LACOP uses insurance techniques cre 
atively . . . molding the policy to suit the particular situation. As a 
result, our agents can—and do—sell more insurance to more types 0: 
people. LACOP really gives a man the chance to get off the ground. 
Are you flying as high as you'd like? j 
LACOP’S Renewable and Convertible Plans provide max- t 
imum coverage at minimum cost... enable a male aged 
40 to purchase $50,000 of 10-year Renewable and Con- 
vertible Term at a cost of $8.69 per thousand. Find out 
how this and other LACOP plans can substantially in- 
crease your earnings. Write for a confidential interview 
at your convenience. Address Sherman J. Edelman, Execu- 
tive Vice President. 


Life Assurance Company of Pennsylvania 


PHILADELPHIA 3, PENNA. 


\ 
‘ 


~ 


2204 WALNUT STREET 4 





@ All Forms of Life Insurance @ Guaranteed Renewable—Accident and Sickness 


@ Minimum Deposit Programs @ Hospitalization—Medical and Surgical 


@ Group Life—Accident and Health @ Franchise and Association Programs 

















(CONTINUED FROM PAGE 5) 
tween life insurance and health insur- 
ance in the intelligently programed 
plan of human values, and true pro- 
fessional insurance service can’t be 
rendered until programing is fully de- 
veloped. Health insurance is a vital 
part of estate planning, he said. Only 
health insurance and life insurance 
have the answers to the questions, 
Will the income be there when it is 
needed and will it last long enough? 


Runs All Over Town 


A big difference between single- 
need selling and program selling, he 
said, is that in single-need selling the 
agent runs all over town. Estate plan- 
ning, however, enables the planner to 
sell everyone he meets. He must tell 
the full story of income need. He 
must prescribe life insurance and 
health insurance as a composite unit. 
Health insurance is not a stepchild of 
life insurance. 

The third and final day of the con- 
vention had a half-day program start- 
ing with a sales clinic, panelists being 
Thomas J. Schillerstrom, general agent 
of Paul Revere Life, New York City, 
George J. Richards, general agent of 
Springfield-Monarch group, Hartford, 
Robert W. McCabe, director of per- 
sonal health insurance of Equitable 
Society, Francis W. Evans, director of 
sickness & accident underwriting of 
Prudential, and Raymond C. Williams, 
director of accident & sickness, Mutual 
of New York. Webster H. Hurley of 
Manhattan Casualty presided and Es- 
ton V. Whelchel, manager Provident 
Life & Accident, Newark, acted as 


Illinois Agents Hit 
Extension Of Group 
Dependent Coverage 


Illinois Life Underwriters Assn. in a 
special bulletin points out that its more 
than 4,000 members are opposed to a 
bill which has passed the state’s house 
insurance committee and is now on the 
floor. 

The bill would allow group depen- 
dent coverage to be extended to insure 
the lives of members’ spouse and 
children. The amount of such coverage 
would be limited to 50% of the insur- 
ance on the life of the member, or 
$2,500, whichever is less. 


Gives Reasons 


The association states that it opposes 
the bill on the following grounds: 

—Individual agents are _ better 
trained and equipped to serve the 
public without the benefit of this pro- 
posed coverage. 

—Expansion of group life insurance 
is detrimental to the insuring public 
because it increases costs of an em- 
ployer to eventually be borne by the 
consumer; discourages thrift as group 
policies make no provision for cash, 
extended insurance or loan values; 
lulls- people into a feeling of security 
that is non-existent; will be the: ve- 
hicle for the cash surrender of the 
now existing small policy contracts, 
which would seriously effect the state 
revenue by lowered return of premium 
taxes; free additional dollars from 
savings to feed the economy resulting 
in additional inflation; and conversions 
which are available are nevertheless 
rarely exercised. 

The association concludes by stating 
that “one would have to agree that it 
most assuredly is the instrument to 
destroy private interprise and initia- 

tive.” 





moderator. 

The banquet that closed the cop, 
vention was featured by the orese, 
tation of the Harold L. Gordon men, 
orial “Man of the Year” award 4 
Robert R. Neal, general mani:ger of 
HIA, by Albert H. Wohlers, executiy, 
vice-president Gore-Youngberg-Cap, 
son agency, Chicago, chairman of th 
awards committee. Presiding Office 
was William B. Cornett, director g 
A&S insurance of Prudential and py. 
gram chairman for the convention, 
There were brief talks by the outgo. 
ing president, F. Kenneth Stoakay 
Loyal Protective Life, Los Angele 
and his successor, Paul M. Klein, Miq. 
American, Kansas City. Closing speak. 
er was Kenneth McFarland, educ;. 
tional consultant and lecturer of Gen. 
eral Motors. 

General chairman of the conventig, 
was Julius L. Ullman, president 
W. L. Perrin & Son, New York City, 

The first part of the convention was 
reported in the issue of June 17, 











Equitable Society’s “The Owl an 
Fred Jones,” a 141%4-minute animated 


public service color film, receives 
award as the outstanding educational 
entry at the annual wards competition 
sponsored by National Visual Presen- 
tation Assn. in cooperation with Sale 
Executives Club of New York. Accept- 
ing the award is Howard Ennes, Eq- 
uitable’s director of the bureau of 
health education, left, from Horace 
McKenna of Union Carbide & Chen- 
icals Corp. This is the sixth national 
honor to be granted the film since its 
release in 1959. The short is aimed a 
helping people to understand thai 
habits can be changed in the interests 
of better health. 





MANAGEMENT 
aCONSULTANTS 











O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








E. R. Flitcraft, Director 
Insurance Division—Special Services 
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Kerr Sees Action On Aged Care Bill 
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_ “OBLIGATION?” 

1 Stoakes 

hme WHOSE OBLIGATION? 

tein, Mid. 

INE Speak. 

a, of a “|. But I don’t want to obligate myself for the future,” face amount if death results from accident; or the obligation 

. he says. to make your deposits for you in event of disability. 

onvention Holy mackerel, look who’s talking about obligations! “Next, the company is obligated to pay you a cash value 

sident of vs ; = : on demand, whether convenient or not. Similarly, it obligates 

rork City, Obligate, the man says . . . when 30-ump aeR: One of itself to lend you money on your cash value, up to 100% of 

ntion wa a hundred he is surrounded and laden with obligations — your collateral, at a designated low rate of interest, at any 

une 17, are trying to help him discharge if he is not given time enough time you may desire, whether banks are making loans or 





to do so himself: the obligation to provide for a wife as long 
as she lives and not merely as long as he lives; the obligation 
to see a couple of toddlers through their schooling and into 
their self-supporting years still two decades away; the obligation 
to make 239 more monthly payments on that house before 
the mortgage can be thrown in the fireplace; the obligation 
to make the payment on that automobile every month; the 
obligation to buy nine meals, or twelve, or fifteen, each day 
before he eats a bite himself .. . 


So we come along, to show him how some Time Insurance 
at a dollar or two dollars per hundred will guarantee that if 
he is not given the time to discharge his obligations, we will 
come forward with a dollar equivalent of the time lost .. . 
and he cries about “taking on” an obligation! 


But quite aside from this, the thing which riles me most, 
when he drivels about “obligating” himself, is his blithe 
assumption that he does actually assume an obligation when 
he and some good life insurance company get together and 
effect a contract. 


Nonsense! 


calling them. 


“It is obligated to compound your money for you, while 
building up your cash values, at a guaranteed rate, whether 
it earns that rate or not. It is obligated to pay you or your 
heirs that rate on your money on deposit with the company 
whenever you say the word, whether it be the face amount of 
the policy matured by death or by time, or the cash value of 
your policy surrendered at your convenience. 


“The company is obligated to hold those funds in trust 
for you or your loved ones, administering them without charge 
and with diversification and safety unparalleled. It is obligated 
to commingle your funds with all others held, and guarantee 
every dollar by all the resources of the company. It is obligated 
to pay those dollars out to you or your widow or your children 
in the form of an income that can’t be outlived, whether annuity 
rates have gone through the roof or not. 


“And, most important of all, the company obligates itself 
to take your dollars as long as you wish, whether the company 
wants to or not! In short, the company has made that contract 
an open-end depository and lets you write all the rules! 


wl and Of course he doesn't. He can change his mind whenever “If your doctor finds a spot on your lung and chases you 
nimated he wishes. He can quit whenever he wants. He can stop making off to Arizona or Colorado, the company might not want to 
receives deposits whenever he chooses . . . and will have had his money’s accept your deposits—but it is obligated to! If you take up 
cational worth at any point along the line. And if he has by then built skywriting and crop dusting in your spare time, the home 
~~ up a cash value of any sort, which in most Cases means pretty office boys in their alarm might prefer not to take your dollars— 
th ped quickly, he can begin to receive instead of disburse. but they are obligated to do so as long as you send in your check. 

Accept: f No, he assumes no obligation. And, in feeling that he does, “If interest rates drop below the level which the company 
ies, Eq- he is even more wrong than most of us realize. He is twice has guaranteed in the contract, it might wish to high heaven 
‘eau of wrong, if you please: because, first, he himself assumes no you'd quit sending in your dollars—but it is obligated to take 
Horace obligation; and, second, the other party—the company—does them when you do! 

Chem- assume an obligation . . . a fact which the seller of life insurance « . seo: : 
rational al meas Glee keel tn: Ged, Geom tC tl Wake If the expectation of life increases so much that the annuity 
ince its sotintie: til : y assumptions in those settlement options are all haywire at some 
| nsistent on doing so. é ; : : 
med at — future date, the company might wish you wouldn’t send in so 
d that For it is much too big a fact to overlook. It is a remarkable many dollars every year—ut it’s obligated to take them! 
anterests and tremendously important fact, deserving the thoughtful 

‘ fs ies * * * 
consideration of all of us: the fact that when a life insurance 
company accepts a man’s dollars and issues his policy to him, “Yes, there are a lot of obligations in this plan . . . but 





it assumes enormous and many-sided and possibly burdensome 
obligations, from which it has no escape short of maturity 
except by decision of the policyowner. (The lawyers call it a 
unilateral contract—a one-sided contract—a contract in which 
all the obligations are on one side.) 
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“No, sit, you assume no obligation when you enter into 


this contract . . . but you certainly sign the company into 
a tight spot! 


they are all on one side—the other side. You are the boss. You 
are the lucky man who can make all the choices and write all 
the rules—IF you have a big enough life insurance dollar- 
receptacle waiting to receive your dollars as long as you wish. 

“That's why it’s a good idea for a man to quit worrying 
about whether he will have enough money to put into his life 
insurance in the future... 


._. . and start worrying about whether he will have 
enough life insurance to put his money into in the future!” 
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“First, of course, the company obligates itself to pay a Best wishes, 

stipulated amount in event of your death. And while it could 
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be 60 years, it could be 60 days or 60 minutes! Next, the 
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little clients grow 


Clients started young with Provident Mutual's juvenile Estate Builder—and the 


Guaranteed Purchase Option—shoot up fast! For this attractive combination 
has the built-in potential for future sales 


The Estate Builder contract for children to age 14 automatically increases to five 
times its face amount on the policy anniversary nearest age 21— at no increase 
in cost. With the Guaranteed Purchase Option attached, your young client has the 
privilege of buying more life insurance at six specified dates—without further 
proof of insurability. What's more, the GPO applies during a period of his life 

when he is doing heavy insurance planning—after his 25th birthday 


It will be worth your while to get more information now about this growth situ 
ation for \you and your client 


If you are a full-time representative for another company, we solicit only your surplus business 


You'll both reap dividends for years to come 








